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Its QUALITY and CLASS Establish 
and MAINTAIN Consumer Confidence 


Your Best Shoe is a better shoe for both wear and selling No. 1729 In-Stock, 
appeal when made of JACK JETTA, “the world’s finest black calf.” Broadway Last, built-in 


It is crafted by expert workers, using only selected skins. The result Main Spring Arch, Cus- 
: ‘ ‘ 5 tom Grade, 9-iron Flexo 
is a fine grain, with a tight break, and a mellow texture that gives Sole, made of Ohio’s 
comfort in the wear, while its rich finish bespeaks its quality-look! Jack Jetta Calf. It Re- 
tails for $8.50. Catalog 
on request. 

your fall style program for your better numbers and you will really George E. Keith Co. 


be “playing a winner.” Swatches on request. Campello, Mass. 


It makes loyal customers of even casual patrons. Make it a part of 


THE OHIO LEATHER COMPANY---GIRARD, OHIO 
OOOO OOOGOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOOO 


When writing advertisers please mention Boot and Shoe Recorder 
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S. G. HARRISON of Harrison 
Brothers of East and South Orange 
and Montclair, New Jersey, says: 
“We feel that particular empha- 
sis should be placed upon the fact 
that the Fall season should be di- 
vided into two distinct units. Early 
promotion should emphasize suede 
and fabric, with the thought of sell- 
ing these shoes prior to Nov. 15. 


DIVIDE THE FALL SEASOn, 





As the season advances and turn- 
over is made on suedes and fabrics, 
the money should be reinvested in 
kid and calf. Of course there is 
no question that some kid and calf 
shoes should be shown with the 
suedes at the start of the season.” 


* * * 


W. B. BELL, president of the 
American Cyanamid Company, 
says: 

“There has been at no time and 
there is not now more than 20 per 
cent average over-capacity in all 
fields of industry combined, includ- 
ing railroads, coal mines and oil, 
as compared with the average of 
demand. For example, over-ca- 
pacity does not exist in shoes— 
assertions to the contrary notwith- 
standing. Contrary to the oft-re- 
peated statement that our capacity 
in shoe production equals 900 mil- 
lion pairs per annum, or an over- 
capacity of 600 million pairs above 


>» 


a normal demand of 300 million 
pairs, the fact is that during the 
pick-up in the Spring of 1934, ship- 
ments in March reached 35,600,000 
pairs, or at the rate of 427,000,000 
pairs per annum and that this de- 
mand for three months actually 
overtaxed the entire capacity of 
this country to make shoes.” 


* * 


° * 
THE U. S. Treasury Department 
has ordered that calf leather from 
Germany be held in bond until it 
is determined whether or not the 
leather is being dumped into Amer- 
ican markets. 

Imports of calf have increased 
much of late. The leather comes in 
subject to a duty of 15 per cent. 
Both the Calf Tanners’ Association 
and the Massachusetts Leather Man- 
ufacturers’ Association have called 
the attention of the Federal Govern- 
ment to the increase in imports of 
calf stock. 

* * * 

SALES force of Blue Ribbon Shoe- 
makers, Inc., St. Louis, makers of 
Naturalizer Shoes, spent a week ut 
the factory going over the new Fall 
line and studying selling plans for 
the next season. The keynote is: 
“Two Feet from Happiness.” 





| "TWO FEET 
FROM 
HAPPINESS" 


One day of the conference was 
spent at the offices of the Gardner 


Page 15 
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Advertising Company where the 
Fall advertising program for Na- 
turalizers was studied. One of the 
highlights of the meeting was an 
interesting talk by Julia Coburn, 
fashion editor of the Ladies’ Home 
Journal. 

These salesmen are now out 
booking Fall business: George R. 
Stroup, George P. Bomar, Nat 
Berkowitz, J. J. Buckley, E. C. 
Grierson, Otto W. Jennings, Harry 
S. Kushins, C. K. Pennington, M. 
McMorrow, Harry Vinsonhaler. 


* * * 


BUILT ON A ROCK 
ae I/y 


ome 


RUGGED individualism with initia- 
tive, and HOW! The time: Janu- 
ary, °32. The place: Milwaukee. 
The individual: Harry Lasky of 
Marion, Ind., with Mrs. Lasky pres- 
ent. 

Harry’s road job with Shoe 
Styles, Inc., had folded up, so he 
elected to enter the retail shoe busi- 
ness, selected a “hole-in-the-wall’’ 
or small store at low rental right 
in the heart of Marion and proceed- 
ed to Milwaukee where he selected 
$500 worth of smart shoes to retail 
at $2.95, $3.95 and $4.95. “But,” 
said the manufacturer, “where is 
the mon-yee?” Lifting his wife’s 
hand on which sparkled a $1,400 
engagement ring, he said: “Here’s 
your security.” “But,” said the 








manufacturer, “we are not pawn- 
brokers!” 

“Ah, but I shall prove a good 
risk, so have it appraised.” Con- 
servative valuation was placed at 
$900; papers were signed that 
would pass the eagle eye of the 
manufacturer’s auditor, with Harry 
agreeing to redeem the ring. 

The manufacturer shipped the 
shoes and gave Harry an addition- 
al credit line of $250. And did it 
work out? Harry redeemed his 
ring, returning it to the Mrs. on 
Christmas, *33, celebrated 1934 by 
opening his second store in Rich- 
mond, Ind., and two weeks ago 
opened his third store in Hunting- 
ton, Ind. 

Said the manufacturer: “We 
shipped Harry $22,000 in shoes last 
year. He discounts every bill, and 
today his price range includes $6.50 
and $8.50 women’s shoes. Certain- 
ly here is an example of ‘Where 


there is a will, there is a way!’” 


* * * 


No group of men in professional 
or other fields appreciates shoe 
trees like the former West Point 
cadet. 

Regardless of the many years he 
may have left the historic institu- 
tion on the banks of the Hudson, 
you will find the West Point grad- 
uate your easiest customer to sell 
shoe trees, for this is one of the 
many characteristics he acquired at 
the Point where grads and plebes 
are taught the care of the boot and 
shoe nightly. 


Cot 5 : 
PRR 
s 

Ten years ago Albert Baxendale, 
well-known sales manager of the 
0. A. Miller Treeing Machine Com- 
pany, invaded the inner confines of 
the Government academy and sold 
the Commandant on the idea of the 
cadets treeing their shoes. As a re- 
sult, each year there is a standing 
order for 400 pairs of trees for 
each incoming class of plebes and 
Mr. Baxendale declares this intro- 
duction of the tree has done more 
to make permanent tree customers 


* 
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FINE FEATHERS 


EAP 
\' 749o0 


—The May issue of Hat Life, our up- 
and-coming contemporary, de- 
votes considerable space to the 
subject "Male Bird Wears the 
Plumage." 

—According to this authoritative 
publication, feather boutonnieres 
are sweeping the country. High- 
grade men's shops are featuring 
them for both day and evening 
wear. 

—And as for hat feathers—oo-la-la! 
You should see them in all their 
brilliant colors. 

—Last January Raymond Twyeffort 
sounded the keynote of coming 
colorful apparel for men. 

—Men's shops today bear witness to 
the accuracy of his forecasts. 

—Here's hoping the men's shoe 
trade won't be caught napping at 
the very moment when "that extra 
pair’ opportunity is staring us 
straight in the face. 


es 


President 








than any other promotion his com- 
pany has ever attempted. 


* * * 


SMOKE damage! Has any mer- 
chant had experience in smoke loss 
damage and will he tell us about 
it? The case in hand is of a mer- 
chant whose store abuts a general 
store which was completely de- 
stroyed by fire. No flames affected 
his store but smoke and heat did. 

Has he a case when even the tis- 
sue paper in the cartons is smoked? 
Does the smoke discolor the fabrics 
and leathers? It will be most en- 
lightening to learn of one or two 
cases and the reasonable adjustment 


which followed. 


Max FRIEDMAN of A. S. Beck 
Co. tells his employees: 

“In view of the decision rendered 
by the United States Supreme Court 
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in connection with N.R.A. and con- 
sidering the fact that during the 
past two years codes have played 
an important part in our industrial 
structure, we deem it appropriate 
to advise you that your company 
does not contemplate making any 
revision in the store hours or wage 
scale now in force. The schedule 
of hours posted in your store will 
continue to remain in effect. 

“It may be of interest to point 
out that we were amongst the first 
to support the provisions of the 
Recovery Act by reducing working 
hours and trying in the most sin- 
cere way to meet the spirit of the 
recovery program. 

“As in the past it will be our 
aim to follow and support any 
policy which may be inaugurated, 
either through legislation or other- 
wise, as a substitute for the measure 
that was declared unconstitutional. 
For the present it would be difficult 
to express anything more definite 
except that in any event, whether 
or not a substitute measure will be 


_ passed, your company will maintain 


a policy which will promote and 
insure the continuance of the same 
fine understanding that has been in 
existence in the past.” 


* * * 


Cuan letter: I have just received 
from a friend of mine statistics 
showing that he and I are really 
carrying a tremendous responsi- 
bility. I hope that some of your 
friends will share this responsi- 
bility with us, so I am enclosing a 
copy of the statistics: 


WAT A 
W RESPONSI Biiyy, * 


New Deat Statistics 


Population of U. S 
Eligible for Townsend pension 50,000,000 


74,000,000 
Prohibited from working un- 
der Child Act, and working 
for the government....... 60,000,000 


14,000,000 
Unemployed ..... . 13,999,998 
Leaving to produce the na- 
tion’s goods 
You and me—and I’m all tired out. 
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ALMOST unbelievable, the num- 
ber of people who daily enter the 
store on Broadway at Times Square 
and on Thirty-Fourth Street, op- 
posite the Pennsylvania station and 
who pay 25 cents for shoe stretch- 
ing. That’s all the store does all 
day long with a pressure machine 
that makes comfort hollows in the 
sole of the shoe. 

The existence of these shops as a 
business indicates one of two things 
—either shoes are generally mis- 
fitted or perfect foot comfort is 
almost an impossibility, considering 
the weights and pressures of hu- 
man beings pounding hard pave- 
ments. 


<+anax 


G 
Wa 





F ooTWEAR of the world on dis- 
play at the Museum of Science and 
Industry, Chicago, Ill., where 300 
specimens of historic and modern 
footwear will be exhibited until 
July 31: A boot worn by Lafayette, 
the shoe of Mrs. Tom Thumb, a 
shoe worn by King Edward the 
7th of Great Britain, a boot worn 
by one of Napoleon’s bodyguards, 
an elaborately embroidered slipper 
of Pope Pius the Sixth and the 
slippers of Queen Elizabeth of Aus- 
tria-Hungary. 

What is said to be the oddest 
shoe in the world is also on dis- 
play. It is a shoe made by the 
bushmen of Australia and it is 
woven of hair rope in which emu 
feathers are enmeshed. Because of 
the constant inter-tribal warfare 
the bushmen knew the tracks of 
their own tribe and when a strange 
footprint was found its owner was 
tracked down and killed. When 
the emu feather shoes were worn it 
was impossible to follow a track 
and the wearer was assumed to have 
supernatural powers and was not 
followed. 


* * 


A.. J. BRAUER, president of 
Brauer Brothers Shoe Company, an- 
nounces that final patent has been 
granted on the flexible instep fea- 
tures of the Tango Pump. The pat- 
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ent number is 2,005,071. This fea- 
ture is also covered in Canada and 
other foreign countries. 


% * * 


STIX, BAER & FULLER of-St. 
Louis featured the best copy of the 
week in a half-page advertisement: 

“Cool as a breeze. Air-Step 
white footwear. So buoyant... 
sidewalks feel like soft carpets. Yes, 
more of those Air-Step Shoes you 
chose so eagerly this Spring . . . 
but this time, brought to you in 
smart, cool white. Styled to give 
you Fashion’s latest ideas . . 
they’re as comfortable as they are 
attractive. A cellular filler be- 
comes a cushion of comfort. Ex- 
tends to the edge, where it is most 
needed. The tiny air pockets in 
this filler material not only cushion 
the foot, but insulate against the 
heat and moisture.” 


* * * 


VIc. JENSEN, “The Hustling 
Shoeman” with the largest stock of 
family footwear in Queensland, 
Brisbane, Australia, writes: 

“Just a word or two on trade in 
general in Australia. We have 
ceased to talk depression, trying to 
forget what we have been through 
during the past five years. At the 





moment our Statesmen (if any) are 
doing their very best to balance 
the budget by bigger sales of our 
Primary Industries; meat, hides, 
wool, minerals and wheat with as 
much restriction as possible on im- 
ports. The latter has caused much 
trouble with the restriction on the 
export of our beef, etc. We are 
indeed fortunate that gold mining 
is booming in all old fields; many 
new fields have been discovered 
with remarkable success. 

“Modern machinery and process 
with the peak prices is certainly a 
hoon to Australia. Wool prices 
could be much better, likewise beef 
and wheat. 

“Hides keep stationary so that 
shoeware prices have not fluctuated 
over the past two years. Our big- 
gest worry is the PRICE CUTTING 
by both Shoe Manufacturers and 
Retailers; the result being many 
firms have dropped out; those 
remaining having tried to meet 
competition very often just manage 
to come out on the right side of 
the ledger.” 


* * * 


4 

THERE is no substitute for price 
competition as a regulator of 
price.” Federal Trade Commis- 
sion. 
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1. Costume fabrics show qreater 
variety of colors. Combinations 


are more daring. 


2. Black first on the list, as usual, 


but expected to be 20% less im- 
portant than last year. 


3. Browns next, with true, dark 
browns leading. Red browns com- 


ing up strongly. 


4. Green and red next. Green a 

bit ahead at the moment, but wir 

very close. Then rust, a little 
purple, navy and gray. 


5. Sports and tailored skirts shorter, 

freer, fuller. Many pleats, making 

low heel treatments more im- 
portant for walking shoes. 


6. Greater fullness and freedom in 

tailored and sports silhouette also 

an argument in favor of heavier 
treatments for tailored shoes. 





7. "Low-relief" patterned suede 

woolens, so important in popular- 

price dress coatings, tie in with 
demi-suedes in shoes. 





8. It will be a big season for all 
sports woolens . . . and the calf 
shoes that go with them. 
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As the Costume 
S50 Goes the 


Ir will be another month before the Amer- 
ican ready-to-wear showings make the Fall 
costume picture complete. But the Paris Mid- 
Season Openings and the domestic fabric 
showings have already laid a groundwork to 
guide shoe buying. 

First as to silhouette. Skirts for informal 
daytime wear are definitely shorter, fuller, 
freer. In the Mid-Season openings they came 
just below the fullest part of the calf in 
sports and tailored clothes. “Pleats” are the 
by-word in Paris now for knock-about 
clothes. All-around pleating and _ cluster 
pleating to give a freer swing to a woman’s 
walk. 

That’s a radical change from the straight 
and narrow silhouette. And, oddly enough, 
reversing the usual development of shoe 
fashions from costume fashions, shoes were 
largely responsible for this change. The 
growing demand for low heels made the 
dressmakers modify the silhouette to match. 
Watch a smart woman buying a low-heeled 
shoe. The first thing she does is to pull up 
her skirt so that proportions will look right. 
The couturiers took their cue! This means a 
go-ahead signal for more and more heels, 
since low-heeled shoes will look much smarter 
this Fall than they looked this Spring. They 
are better adjusted to the silhouette. 

More material and more motion in tailored 
skirts is also an argument in favor of heavier 
treatments in tailored shoes. With a straight, 
sleek skirt a sturdy shoe looks clumsy. With 
a wider shorter skirt, it looks just right. 
Don’t be afraid of sturdy-looking shoes for 
tailored and street wear. They belong to the 
new feeling of the informal daytime mode. 

For afternoon and evening it’s quite 
another story. Here again we have motion— 
but it’s the slow motion of fluid drapery. It’s 
the elegance of soft rich fabrics falling in 
graceful folds. And it means fine formal 
shoes, in sharp contrast to rugged sports and 
tailored types. 

This new interest in the skirt—the lower 
part of the silhouette—has an important in- 
fluence on shoe patterns. It means simplifica- 
tion of treatment, whether for informal or 
formal shoes. When skirts are more com- 
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Goes... 


SHOE 


Sixteen Fall Fashion Develop- 
ments that Affect Fall Footwear 


By 
RUTH HARRINGTON 


plicated, shoes, by all the laws of balance, 
should be less complicated. 

We can expect to see this develop first in 
the better shoes, for it’s the fastidious cus- 
tomer who will appreciate this point. The 
“tricky” shoes this Fall will be the cheaper 
shoes. There will, we believe, be a sharper 


contrast between grades of shoes—and the 
higher the simpler! The better houses are 
talking fine workmanship rather than pattern 
novelty. It’s not all due to more compli- 
cated skirts, but the fact that costume interest 
is dropping to the hemline is one influential 
factor in the growing high-fashion demand 


for simpler patterns. 

You are not primarily interested in evening 
slippers now. But make a note of this fact— 
the Mid-Season openings gave further in- 
dorsement to Grecian and Oriental draperies 
—folded and looped about the ankles. When 
this idea first came out in February it looked 
too extreme for general wear. The low- 
heeled (and sometimes heelless) evening slip- 
pers which Paris wears with these statuesque 
draped dresses looked too exotic to be im- 
portant. But don’t be too sure that you 
won’t sell some low-heeled (or at least lower- 
heeled) evening slippers this Winter. 

To return to daytime trends—our immedi- 
ate problem. Costume colors for Fall show 
a wider range of choice, a greater daring in 
their combinations. The colored shoe and 
the shoe with colored accents promise to be 
more than just a window-piece. 

In coatings, black naturally comes first— 
but the fact that black is expected to be 20 
per cent less important than last year in 
coatings is highly significant. 

Next to black, brown—with four browns 
all in the running. Dark true browns first, 
and by far the most important in volume. 
That means Indies shoes. Warm red browns 
are coming up. That means you must have 

[TURN TO PAGE 58, PLEASE | 


9. Light-weight woolen dresses will 
be worn with % (or shorter 


length) casual coats in high colors. 


That means promoting colorful 
casual shoes for early Fall. 





10. A smooth, suede finish is new 
in sports coatings—the reverse 
calf shoe its perfect complement. 


11. Capes will be a high-light. 
Lots of bold plaids and checks. 


12. Braid trimmings are accented 

in Paris Mid-Season openings—all 

the more reason why braid trim- 
mings will be smart in shoes. 


13. Dull with bright effects indi- 

cated in better dress coatings. 

Fabrics with shining, curled rubs 

or sparkling strands of cellophane. 

This brings patent trimming and 

some all-over patent shoes to the 
fore. 


14. Greater interest in skirt treat- 

ments. This complication of the 

skirt means fastidious customers 
will want simpler shoes. 


15. Formal silhouettes emphasize 

drapery—elegance of line and 

fabric. Formal shoes, therefore, in 

marked contrast to rugged tail- 
ored types. 


16. Continued development of 

Hindu and Grecian themes in 

draped evening dresses, worn in 

Paris with low-heeled evening san- 

dals, should be considered in 
evening buying. 


























Light Weight Group 
New Square Toe—Fine De- 
tailing 
Bluchers for the Conserva- 
tive Business Man 


New Tip—Custom Last 


[Nn the past few years Los Angeles men have been 
interested in shoes mainly as a foot covering. They 
were seriously minded. They wanted plain shoes, even 
somber shoes. 

Buying habits have changed in the past season. Men 
are becoming interested in gayer apparel. They are 
buying more freely. Grades are being stepped up, not 
altogether gradually, for many men are jumping from 
the lower grades to top brackets. They are paying 
more attention to shoes from a style angle. 

Los Angeles has long been quoted as a fashion cen- 
ter for women’s shoes. Now the men get their break. 
It is safe to state that one can find more good shoes, 
more styleful shoes on the feet of the men of this city 
than elsewhere in the country. 

In outlining their plans for Fall promotions, Los An- 
geles buyers of men’s shoes are confidently looking 
forward to a real selling season. They know what to 
expect in the way of sales from their 75 per cent staple 
business. They know, too, that any great increases in 
sales must come from the development of the balance, 
the 25 per cent which represents all new and novel 
treatments of street and sport shoes. 

This résumé of Fall buying deals entirely with the 
development of the 25 per cent men’s shoe business 
around which revolves a great deal of interest. Here 
is where the individual buyer is exerting every effort 
to get his “plus” business. Good shoes, good publicity, 
good treatment and the reputation of the store will take 
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“Go West Young Man. 


For all that is new and 


care of the normal 75 per cent staple business and its 
normal growth. 

New ideas developed from sound sensible shoe judg- 
ment will account for the extra business which it is pos- 
sible to obtain in the 25 per cent group. Expectations 
of the new business possible to obtain is confidently 
expected to be double the business done last year. 

Los Angeles has this peculiarity in the men’s shoe 
business: a few stores will do a tremendous job in 
specializing in grains, another will put its efforts be- 
hind the nappy leathers, one who deals with the top 
notchers of movieland is sponsoring a wax calf pro- 

















Brown Nappy Leathers for Tweeds 


Brown Calf—Tip and Quarter 

Buckle Novelty 

Full Brogue Crepe Sole 

Important Brown Calf Trim Treatment 


motion, while several other stores are planning a cam- 
paign built on very fast light weight fashions, fashions 
where fine detailing is of prime importance. 

Each buyer is planning to develop his extra business 
in his own way. All will undoubtedly be successful. 
The town is large enough so that each group can do 
a job in its own chosen field. This must be borne in 
mind in studying the local Fall style trend. 

Due to the extent of the long Fall season, Los An- 
geles men will wear sports clothing much later than 
in many other parts of the country. This gives the 
shoe retailers a good break, because their customers will 
be in the market for new things in sports shoes from 
early in August until late in November. 
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Go West 


good in Men's Shoe Styles 


For the first time, local men’s clothing buyers are 
coming out with complete programs of Fall sports 
clothing, especially designed to give the men rough 
tweeds and cheviots for sports coats and new flannel 
trousers. The designs will be styled for Fall wear and 
the materials will be heavier and different from the 
Summer run of clothes. Models will be practically the 
same as the current styles, or mostly three button soft 
constructed “lounging clothes.” 

That’s important, as it means more sport shoes. And 
what an array of sport shoes are in the works—shoes 
which will go a long way in making extra pair business. 
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Full Toes for the Young Business Man 


Square Throat and Foxing 
Plug Oxford with Wing Tip 
New Vamp Treatment 


It is interesting to note that all important clothing 
buyers have their trade sized up in precisely the same 
ratio as the shoe retailers, with 75 per cent staple and 
25 per cent novelties for Fall. Clothing men see eye 
to eye with the shoe men in that their increased Fall 
business is to come from the increased use of sports 
clothes as well as from the general grading-up trend. 

While evening shoes are not considered in this men’s 
Fall buying preview, stores which feature them are 


Active Sports 


— Tongue—Reversed Welt—Spike Soles—Heavy 
Hee 

Moccasin Toe, Both Crepe and Rubber Sole 

Brown Bucko—Composition Sole—Heavy Calf Trim 

















Grained Leather Group 


Kiltie Tongue of Contrasting Leather 
Wide Ear Blucher, Storm Welt 
New Plain Toe Buckle Treatment 


planning to do a real promotion job. Again going 
back to the clothing men for a little checking: All 
clothing buyers are expecting to do more than twice 
the business on formal clothes than they did last year. 
Shoe buyers who are interested in formal shoes also 
predict a considerable gain in pairage will come from 
the sale of shoes of this character. 

There is a distinct tendency toward lighter colors in 
men’s shoes for Fall in both sport and street shoes. 
Calf shades are a lighter brown, yet they have no yel- 
low in them. Grains are also lighter in color. Several 
of the smart stores are detailing some interesting shoes 
by using combinations of rich mahogany nappy leather 
in the vamps and quarters and are trimming these 
shoes with a fairly light shade of Russia calf. The calf 

[TURN TO PAGE 40, PLEASE | 




























S ERVICE and dress footwear for heavy women offers 
a special problem to the shoe merchant—especially 
the small town merchant—which is not so easily solved 
as may casually appear. 

True, dozens of manufacturers of welt shoes carry 
full in-stock lines especially designed to meet such 
needs. The different factories carry these shoes in a 
wide range of retail prices, but it so happens that 
women weighing two hundred pounds and over do 
not all have feet having identical characteristics. 
Neither do they have identical shoe tastes. Some feet 
are short and broad, requiring the widest shoes made. 
Others are long and narrow. So to face facts as they 
exist, the two hundred pound customer is just as apt 
to need size 10 to 10144 AAA as she is to need a 7 EEE. 

The great difficulty experienced in many small town 
shoe stores is the correct understanding of the involved 
fitting problem, for weight and its equitable distribu- 
tion are basically involved in the correct and comfort- 
able fitting of shoes to feet; and the greater the weight 
factor becomes, the more acute is the problem pre- 
sented. 

Where large stocks and a wide variety of patterns 
are immediately available, the law of averages, if 
utilized intelligently by salespeople, will tend to a 
satisfactory practical solution of this problem. But 
in the smaller store where both lasts and patterns are 
of necessity rather sharply limited, a deliberately 
thoughtful approach is required if such customers are 
to be given the comfort and utility they have a right to 
expect. 

Generally speaking, a woman who weighs in the 
neighborhood of two hundred pounds and over re- 
quires, first of all, an adequate heel base and balance. 
For in her foot, much more than in the foot of her 
less weighty sister, heel-bone stability is absolutely pre- 
requisite to foot comfort and consistent foot function- 
ing. This is true because the heel bone is charged with 
the essential duty of intrinsic arch support, through the 
mechanical offices of a shelf of bone projecting from 
its inner side, near the top. This bony shelf fits snugly 
up under the neck of the ankle bone, which is the hind 
unit in the instep arch, and lifts that bone and main- 


WHEN SHE WEIGHS 
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Types of shoes designed especially to suit the needs 

of the overweight woman customer, affording both 

comfort and proper support. Profile and front views 
show heel heights, lasts and pattern features. 


tains it is position so long as the heel bone, of which 
it is a part, is correctly and firmly positioned. 

Proper positioning of the heel bone depends upon 
the stability of its support; and such stability is gotten 
only from shoe heels low enough and broad enough 
to seat themselves upon the ground squarely and firmly 
with each step. 

Thus, for service footwear the merchant should, first 
of all, provide such customers with 13/8 to 15/8 mili- 
tary and Cuban heels, well built-up and firmly con- 
structed. No other types of heels will suffice for this 
purpose. 

Last-type next presents itself for consideration. 
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Town Store Carry? 








































Selection of a proper last is of vital importance and 
the heel plays the important part of proper balance 
in this connection; for feet which bear excessive weight 
must find mechanical compatibility in the shoes they 
wear if those shoes are to be comfortable and proper. 

Of all available standard lasts, probably straight, 
medium-sprung models, carrying juvenile fitting quali- 
ties—a long vamp, snug waist and a comparatively 
short back—lend themselves most readily and sym- 
pathetically to the physical requirements of this group 
of feet. For such feet require, above all else in a 
service shoe, ample toe-room, devoid of irritation from 
boxing and bal or blucher seams, a positive corseting 
at the shank and a heel compartment which will dis- 
courage oscillation during active phases because it fits, 
by contour, the heel of the foot to which it is applied. 
From all of this it is seen that the comfortable fitting 


of an adequate service shoe to women who are over- 
weight is predicated squarely upon an ample and a 
balanced tread. What is under the foot is much more 
important than what is over it. For unless such feet 
are able to “ground themselves” easily and without 
friction in the service shoes they wear, muscular spasms 
will develop, surface irritations will appear, and the 
two will act and react until skeletal distortion and skin 
excrescences become objective. 


Mucu controversy has developed with regard to the 
best type of arch construction for such feet. Flexible 
and rigid shank proponents find plenty of plausible 
argument to support their diverging contentions. But 
as a matter of sober fact, it must be said that either 
type is suited to the service needs of such customers, 
providing an adequate balanced tread is vouchsafed. 
Flexible-shank shoes are, if properly constructed, 
“gloves for feet.” They are gathered into the summit 
of the shank and, when fitted, lace up snugly to the 
arch of the foot. Because their top sole is sprung and 
crimped into the greatest curvature of the shank, and 
firmly anchored to the upper all along that curvature, 
they exercise a positive and a persistent tendency to 
seat the foot normally with each step; to force its com- 
plete application to the tread of the shoe in a perfectly 
natural routine. Thus, if they have been properly 
fitted, which is to say “glove fitted,” they impose a 
most natural and complete application of the foot with 
the shoe to their common ground tread, which is, of 
necessity, entirely adequate to both. Such shoes should 
be fitted as short and as wide as possible. Not too 
short nor too wide; but solely with regard to firm heel 
and waist maintenance. This can safely be done, for 
standard, flexible-shank shoes are sufficiently long in 
the vamp to provide a proper amount of toe room not- 

withstanding their relatively*shorter application. 
Rigid-shank shoes, are, if properly constructed, 
“sheaths for feet.” They provide a constant tread 
whose directional determinant is the reinforcing unit 
which is built into their shanks. Such units are not, 
strictly speaking, arch supports; rather, they are arch 
[TURN TO PAGE 42, PLEASE] 
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Novel Window Treatments 





One of those "different" window trims that recently 

captured the attention of throngs passing the Gude 

Shoe Store in Los Angeles. The idea behind the trim 

is a play on slang use of the word Dogs, as applied 

to feet. This was especially applicable in this case, as 

the name of the last featured was the Scott, hence 
the Scotty woolly dogs in the window. 


In thinking of window displays, advertising and every- 
thing that relates to the important subject of sales pro- 
motion, it’s always a good idea for the shoe merchant 
to put himself in the place of the customer and try to 
visualize and evaluate every promotional effort from 
the customer’s viewpoint. 

A man who sells shoes at retail lives in a shoe at- 
mosphere. He thinks shoes, talks shoes and spends so 
many hours of the day surrounded by shoes that he 
becomes acutely shoe-conscious. Literally, as well as 
figuratively, he lives a life of shoes. And so every- 
thing about shoes interests him. If he sees a group of 
shoes in a window, on a counter or in the sample room 
of a factory he reacts instantly and almost invariably 
he finds something of interest in them, simply because 
they are shoes. 

It is perfectly natural for such a merchant to assume 
that everybody else has the same sort of an interest in 
shoes that he has. If he has an attractive arrangement 








This window was trimmed by the Home Shoe Store, 
heavy matboard and painted black. The slit out of the 


pairs of shoes were placed. A clever idea 
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to Get “ATTENTION VALUE” 


Everett, Washington. The huge shoe was made out of 
center gave room to insert painted white on which six 
and one sure to get attention of the public. 


Always have something that is a real attention getter 
in the window is the advice of Harry Evans of Roos 
& Evans, San Francisco. Developing the thought of 
"Feet Are the Human Propellers," this smart window 
trim was evolved. "What the Propeller Means to the 
Airplane, Correct Fitting Shoes Mean to You" was 
the wording of the main window card. The propellers 
were kept in motion by being hitched up in an in- 
genious fashion to a couple of electric fans. 


of shoes in his window, if he knows the styles are good 
and the values appealing, he may easily assume that 
he has created a window display which will command 
the attention of the public. But has he? At this point 
he should always take a second look at that window, 
and study it carefully, not from the point of view of a 
shoe man but as it will be seen by the man in the street, 
the casual shopper, the average person who forms an 
infinitesimal unit of the great “buying public.” 

These people, as a rule, aren’t much interested in 
shoes. True it is that everybody likes to own and wear 
good shoes. Most people have a considerable appre- 
ciation of the style element in footwear and like to have 
shoes that are smart, attractive and up-to-date. No- 
body wants ill-fitted shoes that will cause pain or dis- 
comfort; the quickest way to make anybody acutely 
foot-conscious is to let him or her put on a pair of 

[TURN TO PAGE 38, PLEASE] 
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Industry Accepts 
NRA Trusteeship 


Voluntary Continuation of Wages, 
Hours and Child Labor Ban 


~~ 


LS 


At a meeting of the Board of Directors 
of the Nationa! Boot and Shoe Manufac- 
turers Association, held at the Hotel 
Mayflower, Washington, D. C., May 
28th, 1935, the Board of Directors unan- 
imously recommend in view of the term- 
ination of Codes under the National 
Industrial Recovery Act that the wages, 
hours and child labor regulations, under 
which the shoe manufacturing industry 
has been operating, be continued by all 
shoe manufacturers in the industry. 


Resolution adopted by National Boot and Shoe Manu- 
facturers Association. 








IN commenting on the resolution passed by the Board 
of Directors of the National Boot and Shoe Manufac- 
turers Association at its meeting held in Washington 
following the decision of the United States Supreme 
Court, declaring invalid all Codes under the National 
Industrial Recovery Act, Frederick A. Miller, 
President of the H. C. Godman Company, shoe manu- 
facturers of Columbus, Ohio, and also President of the 
National Boot and Shoe Manufacturers Association, 
issued the following statement: 

“The action of the Board of Directors of the National 
Boot and Shoe Manufacturers Association in recom- 
mending the continuance of the wage, hour, and child 
labor regulations, under which the shoe manufactur- 
ing industry has been operating, is directly in line with 
action taken by other important industries. The resolu- 
tion was passed unanimously, and the companies repre- 
sented by the Directors of our Association, manufacture 
a majority of the shoes produced in the country. 

“The spirit of the Directors’ meeting was one of con- 
fidence in the future and of optimism for the industry. 
There is a very definite feeling that industry is mov- 
ing forward toward recovery along economic lines. 

“There is also a definite feeling in our industry that 
much can be accomplished in preserving the funda- 
mental elements of elimination of child labor, and 





THE ROLL OF HONOR. 






“1 AGREE To 
MAINTAIN 

NRA waces 
AND HOURS" 















maintaining minimum wages, and maximum hours, by 
voluntary agreement reached and administered by the 
industry itself. 

“The shoe industry did not approach the funda- 
mental subject of recovery by including in its Code 
restrictive measures, such as price fixing, price main- 
tenance, or limitation of output but on the contrary, 
the Board of Directors of the National Boot and Shoe 
Manufacturers Association has repeatedly affirmed its 
confidence in the fundamental economic principles of 
elimination of child labor, and maintenance of mini- 
mum wages, and maximum hours. 

“Our industry finds itself in an enviable position in 
that the National Boot and Shoe Manufacturers Asso- 
ciation represents a great preponderance of the pair 
production and dollar volume of the industry, with 
its members scattered throughout the United States; 
which has developed a solidarity that gives our 
Directors encouragement and confidence in believing 
that the industry will go forward in maintaining proper 
cooperative and mutual agreement in the industry on 
the fundamental questions of elimination of child 
labor and maintenance of minimum wages and maxi- 

[TURN TO PAGE 63, PLEASE] 
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MOST FAVORED BROWN 


Among all browns Colonial No. 99 is fash- 
ion’s favorite. Dark, lustrous, alluring 
.-. it is one of those rare perfections which 
take the lead by popular acclaim. Used 
extensively last season in all over patterns 
and combinations, advance sales serve 
notice of a tremendous popularity for 
Colonial No. 99. 


LON, 
3 X& 


ATEN’ 


COLONIAL PATENT 


is available in all au- 
thentic colors. 


COLONIAL TANNING COMPANY - BOSTON 


When writing advertisers please mention Boot and Shoe Recorder 
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“You've Ended 
FITTING NIGHTMARES 


with your 





SOYS HARRY E. FONTIUS 


of Fontius Shoe Company, Denver, Colorado 


MR. HARRY E. FONTIUS, President, Fontius Shoe Co.,Denver, 


Colorado, states that the new Shortback Foot Savers have def- 
initely banished two of the greatest complaints in shoe fitting. 
His Foot Saver sales are 12% ahead of the high quota we 


assigned him and his profits are greater than ever before. 





: HEN I say that Foot Saver 
Shortback Lasts are, in my 
opinion, the greatest invention in 
the shoe industry I speak from a 
rather thorough experiencé with 
them—and with American feet 
also, since Denver, with its heavy 
tourist trade, is virtually a cross 
roads of the nation. 
“When Murray French, in the 
spring of 1934, analyzed our costs 
of doing business he found our re- 


a : 1.08 


F. B. ZURICK, of Fontius Shoe Co., 
tells us that rebinding, stretching, the 
addition of non-slips or heel pads is a 
thing of the past with Shortback Foot 
Savers. “It seems almost incredible, but 
it is now a real pleasure to fit hard-to-fit 
feet with Foot Savers made over these 
new lasts,’’ he writes us in a recent letter. 


eS 


ep 
















pair costs were eating up a big 
share of our profits. Nearly every 
pair of ordinary shoes we sold 
needed fixing in one way or an- 
other before we could actually sell 
them to a woman. We spent time 
and money rebinding shoes that 
were loose at the heel. Our stretch- 
ers were in constant use in shoes 
too tight at the toes. We were con- 
tinually re-ordering and running 
out of heel pads and non-slips to 


oO gaee a aye 


pee 






‘i 












Foot Saver Shortback Lasts” 
























keep poorly fitted heels from 
churning and slipping. 

‘Shortly after that Murray 
French wrote his article in the 
August 11th Boot & Shoe Re- 
corder, ‘Give Us Shortback Lasts 
and Most of our Fitting Troubles 
Will Disappear.’ 

“In response to this article, The 
Julian & Kokenge Company sent 
us a shipment of Foot Saver Shoes 
made over their new lasts. They 
were wonderful and we said so. 
So did Mr. French, who spent 
considerable time in our store, 
fitting our customers in these 
Shortback Foot Savers. 

“They fitted our hardest-to-fit 
customers as if they had been 
made for them—without rebind- 
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ing, stretching or gadgets. In two 
weeks three customers with spe- 
cial lasts of their own discarded 
them because your regular Short- 
back FootSavers fitted them better. 

“As a result of this high degree 
of customer-satisfaction, our sales . 
of Foot Savers are way ahead of 
last year and we expect our 1935 TTT TNNININnenn TE 
sales to break all records. 

“‘We feel you have finally rem- 
edied two of the greatest com- ft: 7 - Te Jig 
plaints in shoe fitting—and the ask wee es Me Lat 
dealer who has the good fortune | 
to possess the Foot Saver franchise 
is headed for permanent good 
business.” @ Frequent displays of Foot Saver Shoes in the 


@ @ e attractive windows of the Fontius Shoe Company’s 
store have helped to make Foot Savers one of the 


Shortback Lasts are exclusive fastest-selling lines in Denver, regardless of price. 
with us. We applied for basic 

patents covering their design 

and manufacture. Foot Saver 

Shoes and only Foot Saver © Yousceheelslikethis ¢ 
Shoes are made over Shortback ty he de 
Free-Walking Lasts. « If you loose. Appearance and 
believe you can do a real busi- Pipi 
ness with Shortback Foot Savers 

in your locality write us today. 






































































® Heel of asmartnew V2 
Foot Saver Shoe. The & 

Shortback Last make 
the leather hug the 
foot—yet the wearer’ 
toes are comfortable. 








MAGAZINE 
ADVERTISING 


of Foot Saver Shoes featuring the new Shortback 
Last, will appear in leading women’s magazines with 
circulations totalling 7,355,734 copies per month 
—thousands of them going to the best homes in 
your locality. Every advertisement will urge women 
to look for the name of the nearest Foot Saver 
dealer in their Classified Directory. Foot Saver 
dealers so listed will profit accordingly. 
















®@ Old-fashioned lasts 
made the shoe bulge 
and gap along the side, 
























sovancs particularly when 
‘haan walking or following 
tP1T10N the first month’s wear. 
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@ But Foot Saver Shoes 
are shaped to hug the 
heel closely, without 
slipping, even when in 
motion, and without 
special fitting or heel 
pads. 


en FOOT SAVERS 


Made Exclusively by 


THE JULIAN & KOKENGE COMPANY e COLUMBUS, OHIO 
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REPERCUSSIONS from the Supreme Court decision 
nullifying the NRA disturb trade for the moment, but 
a noble attempt will be made by the shoe industry to 
hold to NRA wages and hours and to eliminate child 
labor. A central arbitration committee, if organized 
immediately, would help tremendously. 

With the National Boot and Shoe Manufacturers 
Association, representing 85 per cent of the production 
of shoes, as measured in. pair production and dollar 
volume, placing itself on record “to maintain proper 
cooperative and mutual agreement on these points,” 
there is some hope that the upset of the New Deal will 
be minimized. 

Solidarity of action on the part of this industry 
may be an example to the country of the trusteeship 
of basic NRA principles to a voluntary group who feel 
that they can carry on the principles without the polic- 
ing power of government. 

Free competition does not necessarily mean the re- 
turn of the chiseler of prices and the exploiter of labor 
if industry can develop a unanimity of action on the 
three fundamentals of wages, hours and child labor 
and a “cease and desist” power given to an arbitration 
committee might produce peace, production and pros- 
perity in shoes. 

The whole house of cards seems to have tumbled with 
the Supreme Court decision, for the court ruling im- 
perils the whole AAA, with its control of farm crops, 
the security regulation, the control of the issuance of 
securities, the regulation of the liquor trade and all 
provisions for the stabilization of labor relations— 
the “thirty-hour bill,” and “Wagner Bill,” etc. 

Cancellation of economic and social measures cen- 
tralized in the Federal government may have its early 
effect on the purchasing power of the people. The 
only hope is that natural inflation, through credit chan- 
nels, the improvement of business generally and inter- 
national exchange of goods and services will offset the 
immediate tendency to reduce the price of wheat, cot- 
ton and commodities that have been buttressed by laws. 

The serious side of the situation that comes with 
this release of Federal government authority over intra- 
state business, is its effect upon immediate farm pur- 


Will the Honor System Do It? 
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ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


chasing power, the decline in cotton, the break in sugar 
and the cancelation of wheat programs. These adverse 
factors are slightly balanced by the cheerful note that 
there is a decided pick-up in retail sales since the 
advent of warm weather, and world-wide price levels 
remain firm. 

Within the shoe industry itself, the general feeling 
is that the industry can come as close to operating on 
code hours and wages as any industry in America. 
Undoubtedly, if we sent out telegrams to all the shoe 
manufacturers in America and leading shoe stores as 
well, the replies would be unanimous that wages and 
hours and child labor regulations will be continued 
individually. Such a roll of honor would be almost a 
complete coverage of the trade. Words of promise 
stand, however, only up to the point of competitive 
necessity and it remains to be seen what happens in 
general practice within other industries, and the pos- 
sible repercussions on shoes. 

The bulk of Fall orders in all industry must be 
placed during the month of June. Delays in place- 
ment of this business will disorganize production and 
necessitate peaks of effort in later months. Inevitable 
increase of production hours must follow to get the 
goods delivered on time. Once hours are increased, 
then look out for the scale of wages in ratio to the 
hours of work. Strikes, disorders, delays are more 
costly than a 5 or 10 cent reduction made under the 
chisel. Getting the goods for August 15 opening is 
more desirable than delay. 

But as we said before, the intent of industry is to 
carry on and if the normal practice of ordering goods 
continues, the industry will “hold to the faith” and do 
its part in the encouragement of natural recovery. 

In a way, the NRA has served its general purpose 
for the period of time of its greatest need. Now busi- 

[TURN TO PAGE 46, PLEASE] 
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The CAPRI SANDAL 
Styled by Hannahson DAREX INSOLES 
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EVERY SELLING FEATURE 
Style - Fit - Comfort - Price 






CAMPUS | The Hannahson Sandal line is a winner because of the selling 

SANDAL 

Styled by features listed above—and to which you may add, prompt ship- 
Hannahson 






ments. Orders filled from stock. Line is comprehensive — models 






in white, fabrics, silver and gold. See this fine line of lovely sand- 






als, fitted with lightweight resilient Darex Insoles, at the Han- 






nahson Display, Hotel Sherman, Chicago, Rooms 1019, 1020, on 


June 9, 10, 11, and 12. . 
° 


SHOES by HANNAHSON, HAVERHILL, MASS. 


DAREX INSOLES by Dewey? and Almy Chemiccl Co. 
Cambridge, Mass. - Montreal, Canada 


ln soles 




















In Stock 
Silver Kid $3.35 
White Kid 2.10 
White Faille 2.00 
White Linen 1.85 
In both high, cuban, 
and flat heels 
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Charles C. Eaton, Jr. 


Mr. EATON brings to the styling of men’s shoes the heritage 
of two generations of shoemaking. He is born to shoes. 

In preparation for business life, he schooled at Amherst 
College, graduating with the Class of 1934. Among other 
subjects studied at that institution were psychology, economics, 
debating, and various courses dealing particularly with cor- 
rect methods of analyzing any given problem. He graduated 
Cum Laude and was given special honors in Economics for a 
thesis written on the subject of “Methods Used by Employers 
and Labor Leaders to Influence Labor.” The thesis dealt 
particularly with the recent history of the Brockton District. 

He was rewarded for his captaincy of the Amherst College 
Debating Team, which won the Little Three title, and for 
debates held in western Massachusetts, in which he opposed 
various Socialist organizers, by being elected to the National 
Honorary Debating Society, Delta Sigma Rho. 

Since finishing his formal education he has worked in each 
division of shoe manufacturing, traveled with salesmen on 
the road—at each point earning his daily wage and living 
within the salary he received. His greatest interest is in the 
promotion of sales at retail. 

He is the son of C. Chester Eaton, president of the Charles 
A. Eaton Company, and is active in the sales division. 
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Younger Generation 








kA ON 
w YOUR 
’ MARK 


E very type of competition has its 
goal. In business, as in sport, there 
is an objective to be reached if you 
are to emerge “the winner.” 

In business, as in sport, unless you 
are a miracle man, you cannot hope 
to put all your competitors “in the 
shadow” without a course of training 
through careful preparation. 

Life itself is the Survival of the 
Fittest and competition the _best- 
proved training ground. 

Whether you are in training for the 
pure joy of good health or in train- 
ing for recognition in the business 
world, there is nothing like setting 
yourself a goal—an_ objective—to- 
ward which to strive. 

If you are out for bulging muscles 
on your arms and a widening of your 
shoulders, you can’t accomplish it by 
riding a bicycle. But you will do it 
by pulling weights. 

Some years ago I had the pleasure 
of a talk with a circus strong man, a 
chap who was able to lift a dumb- 
bell weighing 300 pounds over his 
head with ease. That was quite an 
accomplishment and I was curious to 
learn by what means he developed his 
strength. I asked him. His reply 
was: 

“Ever see a new-born calf? Well, 
try lifting that calf every day and 
before you know it, you are lifting a 
cow.” 

I thought that was a good example 
of what might be accomplished by 
salesmen if they but try to do a bit 
more each day, each week and each 
month over what was done the day, 
week or month previous. 

Some few years ago a man running 
the “mile” in 4:25 was considered a 
[TURN TO PAGE 58, PLEASE | 








1935 




















See ice 












Mt AEM ERAT NS TSS CHG PSS RC 














epee erie 


i 
















Tye earn SORES 



















BOOT AND SHOE RECORDER, June 8, 1935 


WORTHY OF THE 
NAME OF TUPPER 


Made with the skill that is a 
heritage of 30 years of fine 
slipper making, Tupper Slip- 
pers appeal to gentlemen of 
sartorial perfection. 


Styled and Lasted over the new 
Tupper modified last with 
that careful attention to detail 
which appeals to the discrim- 
inating merchant and his 
customers, Tupper Men's 
Slippers, retailing at $1.95 and 
up, are truly worthy of their 
name. 


Write for your brochure on 
Tupper Men's Slippers today. 


TUPPER SLIPPER CORP. 


352 FOURTH AVE. NEW YORK CITY 


Po mo atin. 








Buffalo's Relief Shoe Plan 


Has Proved Successful 


IN connection with the problem of relief shoe distri- 
bution, the city of Buffalo, N. Y., has developed a plan 
which, because of its unique features, is especially 
interesting. 

After almost a year’s experience with the distribu- 
tion of shoes to families on welfare by nine selected 
members of the Buffalo Shoe Retailers’ Association. 
This plan has proven so successful that continuance of 
the policy for another twelve months, starting July 1, 
is practically assured. 

More than $150,000 worth of footwear will have 
been distributed when the present contract with the 
Endicott-Johnson Corporation, of Endicott, N. Y., ex- 
pires June 30. Bids for next year’s contract will be 
received this month. Buffalo shoe retailers, acting as 
zone distributing agents for the municipal welfare de- 
partment, receive 10 per cent of the price of the shoes 
they fit to welfare families, so this represents an extra 
$15,000 income for the cooperating retailers of the 
city. 

This method of distributing welfare shoes was 
adopted by the city of Buffalo about a year ago after 
complaints had been made by the Buffalo Shoe Re- 
tailers’ Association against the practice of awarding 
annual contracts to a single retailer to supply all foot- 
wear required by families on welfare. 

Under the practice which was in effect for a period 
of eight years, the low bidder distributed the shoes to 
relief applicants from a single store which often neces- 
sitated long trips from widely scattered sections o the 
city. Children frequently were required to travel long 
distances to the welfare store, thereby being unable to 
attend school, so the city lost 43 cents for every day a 
child was absent. This 43 cents is the city’s share of 
state money for municipal education purposes. 

Under the plan worked out by the Buffalo Shoe Re- 
tailers’ Association, the city advertises for bids for 
supplying welfare shoes for a period of one year from 
July 1. Last year eight retailers in widely separated 
sections of the city were selected as distributors. Each 
store was required to file a $3,000 bond to indemnify 
the city against stock losses or substitution of inferior 
shoes for footwear supplied the city under the wel- 
fare contract. 

Then each of the stores was given a model stock 
which ranged from 2200 to 2400 pairs. This gave 
each retailer about two pairs in each width and size 
for men, women and children. Individuals with wel- 
fare shoe orders were required to be fitted and obtain 
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Its Unique Features Include 
a Combination of the Contract and 
Direct Retail Distribution Methods, 
Whereby Selected Merchants Maintain 
Model Stocks and Receive 10 Per Cent 
Commission for Their Fitting Service 


their shoes from the store in the zone in which they 
live. As shoes were distributed, the retailers requi- 
sitioned additional footwear in the same sizes, widths 
and styles to fill in their stock and the stores billed 
the city every two weeks for the 10 per cent commission 
for distributing agents. 

Physical inventories of the stocks of welfare shoes 
in the cooperating stores were taken about every 15 
days and periodic checks were made to determine if 
the retailers were supplying the welfare shoes and noi 
inferior footwear. Not a single case of fraud was dis- 
covered and the city welfare department speaks in the 
highest terms of the cooperative spirit and interest 
shown by the shoe retailers who participated. 


LATEST municipal figures show there are approxi- 
mately 34,000 families on welfare relief which repre- 
sents approximately one-third of the total population 
of the city. Not all of them receive footwear orders, 
but the Buffalo Shoe Retailers’ Association says they 
much prefer to have certain members of their group 
distribute the shoes than either have the city enter the 
retail distribution of shoes or confine the purchase and 
distributing contract to one retailer. 

Some of the difficulties of the plan are outlined by 
cooperating retailers who say that the necessity for 
filing a bond of $3000 naturally eliminates some of 
the smaller stores and confines the distribution of wel- 
fare footwear to the larger and more important re- 
tailers. Oftentimes, it has been found that the normal 
neighborhood business of the merchant suffers when 
customers find that the store handles welfare footwear. 

“This means the merchant must show regular cus- 
tomers that a separate and distinct stock is maintained 
for individuals receiving welfare shoe orders,” explained 
one of the cooperating retailers in an outlying section 
of the city. “Perhaps some business may have been 
lost because we handle welfare shoe orders, but we 

[TURN TO PAGE 38, PLEASE | 
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Patent Leather 
Is the Fashion 
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GUDE’S, A. L. Gude 


“We found a ready acceptance among well dressed women for patent 
leather shoes. . . . We believe that patent leather will show improvement 
in all-over shoes and certainly to a great extent as trimmings.” 


J. W. ROBINSON & CO., Paul Kirsch 
“Qur turnover of patent leather shoes this season is satisfactory. For 
Autumn, we rate all-over patent leather shoes fair; patent for trims and 









combinations big.” 






I. MILLER 


“Acceptance of patent leather has been satisfactory and we would consider 





it staple for Autumn.” 


FRENCH SLIPPER SHOP, Charles D. Cline 
“We have had very satisfactory turnover of patent leather shoes this 
Spring. I personally feel that patent leather and patent leather trims will 
be in the picture this Fall.” 


WOLFELT-WHITE CO., Fred White 
“Acceptance by well dressed women for patent leather footwear is encour- 
aging. We have had satisfactory business on patent this Spring. For 


Autumn, we feel all-over patent will have a place and expect at least one- 
third of our shoes to show patent as trims.” 


PATENT LEATHER LEATHER Co., 
pecs NEWARK, NEW JERSEY 
ae 
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Survey of Retail Taxation 


ALABAMA —Imposes a retail sales tax of 3c. if the 
price is from 70c. to $1. The tax would also apply to 
sales of natural gas. 


~ 


FLORIDA—Imposes an annual tax on chain stores, 
with fees ranging from $5 on one store up to $400 on 
each store in excess of 16. Also imposes a gross re- 
ceipts tax, ranging from 1 per cent upon one store up to 
5 per cent on chains of 16 or more. Authorizes cities to 
levy and collect a sales tax of not more than 5 per cent, 
and provides that the proceeds shall be used in purchas- 
ing the cities’ own bonds in the open market. Provides 
that stock in trade shall be assessed at the average value 
as held over in the year for which assessment is made. 


ILLINOIS—Requires annual licensing of chain 
stores, with fees ranging from $10 on two stores up to 
$300 on each store in excess of 25. 


MICHIGAN—Amends the chain store tax law to 
include taxes on branch or chain counters, and pre- 
scribes fees ranging from $10 each on two counters up to 
$25 on each counter in excess of 25. 


NORTH CAROLINA—Empowers the Commis- 
sioner of Revenue to promulgate such rules and regula- 
tions as he deems necessary for collection of the sales tax. 


OHIO—Appropriates the sum of $6,500,000 from 
the proceeds of the sales tax to pay old-age pensions 
from July 1 to Dec. 31, 1935. 


SOUTH CAROLINA—Amends the chain store 
tax law by repealing the section exempting gas stations 
from being licensed as retail stores. Provides that gas 
stations shall be subject to the same license tax, penal- 
ties, etc., as other retail stores. 


WISCONSIN—Redistributes the proceeds from the 
chain store tax so that 70 per cent of the proceeds shall 
go to cities and towns in proportion to population to be 
used to reduce the tax on general property. 


Note: This is the fourth section of the “Survey of 
Retail Taxation”—the first, second and third sections 
appeared in previous issues. Reprints will be sent to 
members upon request. 









Foot Health for Children 


THe following survey made by the Institute of Foot Health 
Education in New York confirms the report of the juvenile 
style committee of the National Shoe Retailers’ Association. 
This confirmation demonstrates the value of clinical meetings 
of shoe men to discuss the problems of shoes and foot health. 

“Of the children examined, 63 per cent were boys and 37 
per cent were girls,” says the bulletin. “A condition of 
weak foot was disclosed in 54 per cent of the cases. When 
for any reason the child’s feet are weak or in poor condition 
the shock of the impact of the weight of the child against 
the ground is transmitted through the bony structures to the 
spinal column and indirectly to the spinal chord and brain. 
A constant series of such impacts is bound to have a wearing 
effect on the nervous system.” 

The recommendations offered as a result of this survey are: 

1. Regular examination of the feet of school children. 

2. Periodic examination of the shoes of school children to 

see that they are properly fitted. 

3. Advising parents on proper correction of foot abnor- 

malities. 

4. Standardization of methods of proper standing and 

walking, in all schools. 

5. Arousing the child to conscientiousness toward his feet. 

Which is all excellent, every word of it. We are learning 
more every day about the evils of bone and nerve pressure 
in the feet and the effect on general health. 

But schools cannot do it all, and at best it will be a slow 
process to educate the public. 

Parents, in the meantime, can do much themselves to cor- 
rect foot trouble, certainly to prevent it. First, buy shoes 
big enough. Second, when heels wear crooked, get them 
straightened. Do it when the first tell-tale slant is apparent. 
It only costs a few cents. 

Let the children run in their bare feet sometimes about 
the house. Outdoors, too, in warm weather, if it is safe and 
there are no nails, glass or boards about. 

Feet and ankles are strengthened by barefoot exercise. 
Growing bones need roomy shoes. Leg muscles and nerves 
need straight heels. Never put high heels on young, growing 
girls. Any crookedness should have attention. 






As selector for your community, in the use of leathers 
and fabrics, whether they be classic tried materials or new 
and even revolutionary departures, attention must be paid 
to two important facts: 

1. The selection of the right type of material for the type of 

shoe in which it is to be used. 

2. The elimination of certain materials or types of materials 
which, from past experience, we have learned cannot be 
successfully promoted in the particular section of the country 

in which one operates. 





The Sale of Shoes At the Fitting Stool Determines the Progress of the Industry 
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"Only through the success of the Retailer can prosperity return" 





Fight the Sales Tax 


THE inadequacies of sales taxation are 
emphasized in the following para- 
graphs taken from a survey by the 
Columbia University Press: 

“The sales tax as an emergency form 
of revenue, and certainly as a perma- 
nent part of any state’s tax system, 
marks an unnecessary and backward 
step in taxation. 

“In its actual operation the sales tax 
was found to yield results quite differ- 
ent in a number of important respects 
from those anticipated before adoption. 
Some of the difficulties predicted, such 
as large expenses to the taxpayer in 
complying with the law, have failed to 
develop in practice and the precon- 
ceived notions held by some, such as 
that the merchants can shift the tax 
completely to the consumers are re- 
vealed as ill-founded. 

“A surprisingly large share of the 
1 and 2 per cent retail- sales taxes is 
not shifted but is absorbed by the mer- 
chants and that small merchants ex- 
perience much more difficulty than the 
large ones in passing on the tax to 
their customers. 

“In Georgia, owing to the low rates 
of the tax, virtually none of the burden 
was shifted to consumers. In Penn- 
sylvania, as a result both of the low 
rate and the short life of the tax, shift- 
ing was apparently uncommon. Judg- 
ing by replies of retailers in New York 
State, a majority of the small retailers 
have not succeeded in shifting the 1 
per cent, but most of the larger outlets 
have been fairly successful, and manu- 
facturers and wholesalers (taxable only 
on their retail sales) have absorbed 
very little of the burden. The 3 per 
cent rate in Illinois, Michigan and 
North Carolina seems to have been 
high enough to force shifting in most 
instances, and under the 2 per cent rate 
in Illinois about half of the taxable 
retailers interviewed reported shifting 
part, or all, of the tax. 

“In the extremely poor sections of 
New York City and in some of the 
farming communities upstate which 








have been in a depressed condition for 
many years, relatively few cases of 
shifting are found.” 


* * * 


Merchandising 
High Points 


Retailers who feature accepted fash- 
ion instead of untried high style nov- 
elties are invariably assured of a profit. 

% * * 


Pioneering in style merchandise is 
always hazardous. 
* * * 


The store that is always first is not 
always the best money maker. 
* * * 


The store that is always showing new 
styles is not always “fashion right.” 
* * * 


Advertising extreme styles may drive 
away the “fashion right” customer and 
the conservative. 


= = ® 


Entire stocks of dizzy-chicken types 
of shoes at low prices does not spell 
security for the retailer. 


* 2+ 


The sensation of today may be the 
fire or the failure of tomorrow. 


JOHN J. HOLDEN, 
Manager, N.S.R.A. 


* 2% © 


The majority of people in the shoe and 
leather industry have looked upon the 
Pure Shoe Bill with some of the cynical 
scorn that accompanies nuisance legisla- 
tion, but, in these days of pressure politics, 
there is no telling what will come out of 
the legislative hopper. The voice of the 
shoe industry is a wee, small whisper in 
the legislative halls in Washington because 
this ancient, independent craft has asked 
for so little in either codes or laws. It has 
stuck to its last, made good shoes, served 
the public well and expressed only hopes 
“to be left alone.” But it must wake up, 
for “pure shoes” are only the beginning— 
next will come retail licensing, retail con- 
trolled margins, and retail standards super- 
vision. There is no end to political ap- 
petite! 
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A. H. GEUTING 


Chairman, N.S.R.A. Legislative 
Committee 


THE entire shoe trade owes a vote of 
appreciation to A. H. Geuting and the 
legislative committee for their excellent 
work during the past many months im 
the interpretation of the National Re- 
covery Administration. 

The duties of the committee are in- 
creasing each day. The question is 
now: “What comes after the codes?” 

Send your opinions to any one of the 
following committee men: 


Herbert J. Rich, 
B. Rich’s Sons, 
1001 “F” Street, Washington, D. C. 


H. C. McLaughlin, 
Vernon Manor Hotel, Cincinnati, Ohio. 


Henry E. Wyman, 
19 Lexington Avenue, West, 
Baltimore, Md. 


Jesse Adler, 
Adler Shoe Co., 
215 West 125th Street, New York, N. Y. 


D. Hirschler, 
care of Hofheimer’s 
205 Granby Street, Norfolk, Va. 


L. E. Langston, 
Enna Jettick Retail Stores, 
Auburn, N. Y. 


F. E. Ballou, 
F. E. Ballou Co., 
145 Weybosset Street, Providence, R. I. 


Ned G. Hess, 
N. Hess’ Sons, 
8 East Baltimore St., Baltimore, Md. 











The matters discussed on these 


pages are solely the expression of the National Shoe Retailers Association. 








shoes of that description. But leav- 
ing that phase of the case out of con- 
sideration, most people give little 
thought to shoes and have very little 
interest in the subject. The average 
person will walk the length of a street 
in a shopping district and never stop 
to look in your shoe window unless you 
put something unusual, odd or interest- 
ing in that window to attract attention. 

If all shoe merchants realized that 
they are constantly faced with this 
problem of trying to sell shoes to people 
who are only casually interested in 
them and are probably more interested 
in a multitude of other kinds of mer- 
chandise that clamor for their atten- 
tion from neighboring shop windows— 
then we should probably see a marked 
change in the character of show win- 
dows. 

The problem is by no means insur- 
mountable, for there are any number 
of ways of making people look at 
things, even if they have no special in- 
terest in them at the moment. The 
obvious way, of course, is to show those 
things in an environment so interest- 
ing and unusual that people will just 
naturally be attracted. That’s why 
backgrounds, panels, showcards, the 
skillful use of lighting and colors, are 
of such supreme importance in plan- 
ning good shoe windows. The psy- 
chology back of it all is to make the 
window novel and. attractive enough 
to stop the passer-by, then trust that 
in the few minutes time while you have 
her attention you can arouse an inter- 
est in the merchandise, Often it works, 
and experience of successful stores has 
demonstrated beyond a doubt that at- 
tractive windows, with beautiful back- 
grounds and all that goes with them, 
are a worthwhile investment for almost 
any merchant. 

But it take a lot of imagination and 
ingenuity to think up a constant suc- 
cession of display ideas that will at- 
tract attention, create interest, and still 
possess the element of novelty and 
freshness which is so essential if we 
are to appeal, week after week, to a 
public that has grown accustomed to 
all sorts of clever merchandise dis- 
plays, featuring all sorts of merchan- 
dise. Sometimes an artistic and color- 
ful background may do the trick, 
sometimes an arrangement of the shoes 
that is out of the ordinary, sometimes 
a bold and arresting sales message put 
over in an unusual way, with illustra- 
tions to suggest the use of the goods. 

When none of these methods seem to 
fit the case, the clever display men 
often resort to the artifice of putting 
some novel. feature in the window, that 
may or may not “tie up” directly with 
the shoes on display but in any event 
will serve as an “attention-getter” and 
arouse the interest of the passer-by. 
This week we illustrate three windows 
of this type, all of them cleverly con- 
ceived and wel] executed, showing how 





Novel Window Treatments 


[CONTINUED FROM PAGE 25] 


effectively a few simple objects, or a 
clever and unusual treatment can be 
used to impart an interest and atten- 
tion value that would otherwise be 
lacking. This sort of thing can be used 
in connection with any sort of window 
display, and offers a particularly happy 
solution of the men’s shoe window 
problem, as illustrated in the use of 
the airplanes in the accompanying 
illustration. Men are attracted by all 
sorts of objects of masculine interest, 
especially those connected with sports, 
athletics and outdoor recreation. In- 
troduction of such objects in a display 
will often relieve it of the monotony 
which so often characterizes men’s shoe 
windows. 

It isn’t the amount of money you 
spend on a window display that makes 
it effective, so much as the idea back 
of it, and the quality of “news” interest 
which makes it stand out as unique, 
different and timely. Displays are of 
value to the extent that they are made 
visible and interesting to the people 
whom we hope to sell. 





Makes Women's Shoes 


AUBURN, ME.—The Morphy Shoe Co., 
recently incorporated, is starting to 
make women’s shoes in the Bates shirt 
factory, where it has taken 27,000 feet 
of floor space. 

This firm is made up of Edward 
Morphy, who has been with Maine firms 
for 20 years, and Joseph Koss and 
Joseph Goodman of the Koss Shoe Co. 
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Buffalo's Relief Shoe Plan 


[CONTINUED FROM PAGE 34] 


feel that once a regular customer knows 
and understands how the business is 
handled, there will be no _ reaction 
against the plan. Then, too, this 10 
per cent commission represents extra 
income to the cooperating stores and 
the shoe merchant feels he is render- 
ing a public service by giving welfare 
applicants correctly fitted shoes which 
will build good-will for him in the 
future.” 

Shoe men in the neighboring city of 
Rochester have recently been studying 
the Buffalo plan with a view to deter- 
mining whether this plan, or some of 
its features, might be adopted. 

Demand of Rochester shoe retailers 
that the city supplant its job lot pur- 
chase of welfare shoes by some system 
of retail certificates, whereby the shoes 
would be supplied through shoe stores, 
recently resulted in appointment by 
City Manager Harold Baker of a com- 
mittee to investigate the proposal. 

Retailers were given representation 
on the committee in the person of Her- 
bert W. Bramley, director of the Sib- 
ley, Lindsay & Curr Co. Other mem- 
bers named were Mayor Charles Stan- 
ton and Earl Weller, director of the 
privately financed Bureau of Municipal 
Research. 

The city manager’s action followed 
a protest filed by a group of shoe re- 
tailers, headed by David Wolk, State 
Street shoe retailer, that the present 
plan prevented welfare clients from 
shopping and also took legitimate busi- 
ness from retailers. The group’s stand 
was indorsed by the Flower City Re- 
tail Council. 





A New Style in Golf Shoes 





A white buckskin oxford with an inset of genuine Calcutta lizard of a contrasting 
color. A fringe kiltie tongue has tiny pockets for your golf tees and a tricky 


perforated design. Low heel and spiked rubber sole. 











| 
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***Read about KANGAROO'’S free 


merchandising and advertising helps 


Real news. Real information. Sound merchandising ideas 
and a description of the various advertising and selling 
helps put out for your use by the Kangaroo Association. All 
of this will be sent you, free, from Kangaroo Headquarters 
on receipt of your written request. You have probably 
noticed the swing toward shoes of Kangaroo. Men on the 
streets of every town from Boston to San Francisco are 
asking for it, have learned of its benefits and advantages. 
As a result, manufacturers have put it into their styled 
lines; have found that its tight, even grain takes a polish 


fit even for dress, evening wear. Retailers have been profit- 
ably pushing it for street and dress wear. Q We have 
prepared this “Daily Sales” to help retailers use the inter- 
esting and intriguing news story of the Kangaroo to attract 
customers to their stores. It describes the complete adver- 
tisements, written by advertising experts, which we will 
furnish free for you to run in your local paper over your 
own name. @ Write us for a copy, now. We'll send it to 
you by return mail. Kangaroo Association, 9th and West- 
moreland Streets, Philadelphia, Pa. 


Australian KANGAROO tanned in AMERICA 





When writing advertisers please mention Boot and Shoe Recorder 
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Go West, Young Man, Go West 


is used on the long wing tips, the lace 
stays and heel quarters. 

Plenty of grains are being ordered 
in Los Angeles. This may seem peculiar 
on account of the mild climate, but the 
trade likes them to wear with their 
sport clothes. Smart buyers encourage 
this, because it means that the man in 
ordinary circumstances must have at 
least three or four pairs of wearable 
shoes on hand at all times. 


Light Colors in Prospect 


One buyer is banking heavily on sell- 
ing all the Golden Scotch grain he can 
lay his hands on. He has this made up 
in shoes to retail at $6.50 and $8.50, 
with a choice of several different pat- 
terns and weight of soles. The rea- 
son for plunging heavily on this shade 
is that this pretty keen buyer figures 
that the town is due for some light 
colors in Fall shoes. Anyway, he has 
1500 pairs he is either going to sell or 
eat, and as he has been a successful 
style picker for many years, the odds 
are that his hunch is right. 

Shoe buyers predict that their bulge 
in business will come from the extra 
pair sales of these leathers listed in 
order of their importance; grains, re- 
verse calf, buck, nappy leathers; 
boarded veal and boarded calf, then the 
smooth fine light weight calfskins. 

Grain leathers have a long season. 
They start to sell in August when the 
college boys commence to gather up 
their wardrobes. By the time they 
have gone, the local colleges and high 
schools open, which means more grain 
leather business. Following this period 
comes the time when the regular trade 
feels that they should have good heavy 
shoes. 


Coast Wants 'Em Rough 


There is little black grain sold in 
Los Angeles, about 25 per cent. While 
other parts of the country are indicat- 
ing a swing toward the finer pebbled 
grain, the local trade wants shoes that 
are heavy and rough. 

Plenty of men stop wearing their 
white shoes around October 1, then as 
the weather is usually still warm, they 
will be in the market for a pair of 
brown nappy leather shoes. One pe- 
culiarity of this town is that there are 
plenty of men who wear nothing but 
buckskin shoes the year round, except 
on rainy days. Many buyers have 
planned several nice rich brown bucko 
shoes for Fall. 

When men take off their straw hats 
in September and go into early Fall 
clothes, they are not ready for the 
heavy grained shoes. Right here is a 
90-day period when buck or reversed 
calf shoes have their great inning. 
Buyers, realizing this, are planning to 


[CONTINUED FROM PAGE 21] 





WORTH WATCHING 
FOR FALL 


The types of shoes young fellows are 
wearing in Los Angeles have a def- 
inite significance, for these are the 
sort of shoes young men everywhere 
will see in the movies and want to wear 
themselves. 

Harry Terhune, Field Editor of the 
RECORDER, who has spert several 
weeks in the capital of Filmdom study- 
ing style trends and important retail 
developments, points in this article to 
a number of significant changes that 
undoubtedly will be reflected in men's 
shoe styles the country over. 

“Watch the Blucher trend,” he 
writes, "and especially the long nose 
Raglan pattern. Bluchers in grains for 
the young men are unquestionably a 
sure fire proposition. 

"Plain toes, on honest-to-goodness 
plain toe lasts, are gaining very rapidly. 

There are a lot of other siqnificant 
new thinas in the offiing out there on 
the Coast that suqgest early Fall pro- 
motional possibilities to live men's shoe 
merchants. So here's a story worth 
your careful reading as you plan your 
men's shoe buying for the coming 
season. 





sell many pairs of nappy leather shoes 
before the Winter rains come. 

One buyer who has done quite a busi- 
ness on cordovan in the past, is now 
swinging toward the old-fashioned wax 
calf. .Last year he made several hun- 
dred pairs of these shoes for special 
orders, detailing them with a patent 
tongue, spade shanks and a full custom 
last. The reason that this high grade 
likes the wax calf is that it looks dif- 
ferent from the ordinary ham and egg 
shoe. 

There is all the reason in the world 
why the local buyers are right in pre- 
dicting that they will sell almost double 
the number of brown shoes this Fall 
than they did last year. Shoe buyers 
in clothing stores and in department 
stores have taken it upon themselves to 
make a careful study of men’s clothing 
trends, then to transmit this knowledge 
to their sales force. The net result is 
that salesmen on the floor in these 
stores are doing a much better selling 
job than those in the regular shoe 
stores, because they know what they 
are talking about. 

For next Fall, shoe salesmen in cloth- 
ing and department stores will suggest 


brown shoes as the right complement 
to the Fall shades of grey and blue. 
Brown shoes for brown clothes are 
obvious. 

There is a decided feeling that 
boarded veal and calf leathers will cut 
into the selling of grains to a consider- 
able extent. 

The great amount of sports clothing 
worn has a decided influence on lasts. 
Comparatively few narrow toes are 
sold except to the young sheiks. One 
group of young bucks wants fairly 
wide toes, usually Bluchers and with 
shield tips, to give them a short ap- 
pearance. Another group, and this one 
is typical of Los Angeles, because it is 
made up of Mexicans, Japanese and 
Filipinos, are very strong for the 
very narrow sharp toes. Several stores 
which feature fine light weight shoes 
are also planning for quite a play on 
the extreme narrow toes. 

Conservative men, business and pro- 
fessional, and even the highly paid 
executives and stars, all want comfort- 
able shoes, hence the widespread sale 
of fairly roomy lasts. 


Broader Custom Lasts 


The full custom last with rather a 
high toe, is about as narrow as many 
stores will go, especially those featur- 
ing shoes above the $6.00 mark. “He- 
man” customers, of which there are a 
tremendous number in this city, are 
definitely committed to the broader 
custom last. Many buyers are showing 
their approval of the new square toe 
lasts, with orders. Hand in hand with 
the interest in the plain toe patterns 
come the new very short lasts which 
are free fitting through the ball. 

Pattern interest is centered in the 
development of the plain toes: Bluch- 
ers, Monk, Ghillie, Jodhpur and the 
long wing tips. 

The way buyers are taking to the 
new Blucher treatments and to the 
plain toes, is extraordinary. It has 
only been recently that anyone would 
consider specifying a Blucher pattern 
on anything but a black kid comfort 
type of shoe. This year there is hardly 
a store, especially those whose prices 
start at $5.00, but what is doing some 
serious buying on Bluchers. 

Bluchers in grains for the young 
men are unquestionably a sure fire 
proposition. Then there is the new 
wide eared Blucher, also developed for 
the young fellows, which is only good 
in the wide widths. Several new moc- 
casins, some of which were designed 
especially for the local trade, like the 
one which has a seam extending up the 
front for about an inch from the welt, 
were bought as a novelty. 

A light-colored brown grain devel- 
oped in a one strap buckle plain toe 

“ {TURN TO PAGE 42, PLEASE] 
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They see the r 


Lasts of correct design. are essen- 
tial to the production of well-fitting 
footwear. 





The appearance of the toe of a shoe 
is often the point of greatest appeal. 


Preserve the true toe appearance 
of properly designed lasts by using 
Celastic. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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When She Weighs 200 


[CONTINUED FROM PAGE 23] 


directors. Thus, if they have been 
properly fitted, which is to say, “sheath 
fitted,” they likewise provide a con- 
stant and a steady tread upon which 
feet may operate normally = and 
naturally. Such shoes should be fitted 
as long and as narrow as possible. Not 
too long nor too narrow—but just long 
enough to give the foot freedom of 
action upon its constant tread, and nar- 
row enough to keep it at all times in 
proper apposition to that thread. And 
here, because the tread does not work 
flexibly with the foot, as in the case 
of the flexible-shank shoe, but rather 
provides a base upon which the foot 
may work, it is necessary, usually, to 
employ additional directional factors 
such as extended inside counters, meta- 
tarsal features and specially contoured 
heel seats to balance that foot upon its 
tread and to keep it in line. 


When Flexible Shanks Are Indicated 


There is only one exception to this 
general rule of interchangeability of 
shanks. Where weight is exceedingly 
excessive or pronation has proceeded 
near, or beyond reparable limits, flex- 
ible-shank shoes will not do a job; for 
it is impossible to secure materials suf- 
ficiently resistant to serve adequately 
in their construction. Rigid-shank 
shoes should be unhesitatingly applied 
to these more unusual types of dis- 
torted and overborne feet. 

For the most part, flexibility serves 
such feet best if they are anywhere 
near normal. They will do admirably 
well in other and more rigid service 
types of shoes; but in free-acting, 
flexible shank shoes they have their 
best chance to achieve and to main- 
tain their own intrinsic strength and 
physical balance. 

Dress footwear for women who are 
overweight involves no _ particular 
mechanical or _ physical problems, 
chiefly because such shoes do not and 
cannot possess built-up and balanced 
heels; nor do they ever provide a con- 
sistently adequate tread for the feet 
which wear them. The exigencies of 
style patterns and the shifting require- 
ments of chic and mode, all but elimi- 
nate these fundamental requisites from 
the equation. Then too, dress shoes 
cannot be built without rigid arch re- 
inforcement. And they must carry, 
since the lasts upon which they are 
ordinarily built are, of mechanical 
necessity, high sprung lasts, heels grad- 
ing upward from 15/8 instead of 
downward. So there is little to be said 
in connection with them from a com- 
fort standpoint, except to point out the 
fundamental truth that they are for 
“occasional wear,” and that they can 
be so worn with little harm and with a 
degree of comfort providing properly 
constructed and balanced service types 
are worn for all activity uses. 

Feet, even the feet of women who are 
overweight, can wear dress shoes for 


part-time use without much danger of 
harm if they are used for formal and 
dress wear exclusively and are alter- 
nated, during all duty periods, with 
service types of balanced construction 
and adequate tread. 


In the Matter of Materials 


Materials, providing they are of fair 
to superior grade, do not obtrude in 
this connection nearly as much as might 
appear on the surface. For if the 
tread of the shoe is co-incident with 
the tread of the foot, and the heel is 
broad enough and low enough, in ser- 
vice types, to give proper heel bone 
balance, there is no more strain to 
upper stock and findings on the foot 
of an overweight wearer than on the 
foot of an underweight. It is only 
when feet which bear undue weight 
are instable and unable to find sufficient 
tread room beneath them that they 
throw out and over against uppers and 
break stitches and leather, and lining 
leathers or fabrics. 

It is not practicable nor is it neces- 
sary to make shoes for women who are 
overweight, stronger and more resis- 
tant than those manufactured for 
women of less bulk. Indeed, it is im- 
probable that such a course could ever 
achieve to a satisfactory culmination. 
All that it is necessary to do for such 
women, to give them comfort in their 
service shoes and a degree of adequacy 
in their dress shoes, is to provide heel 
balance and sufficient tread room in 
the former and as little im-balance in 
the latter as possible. For their feet, 
except in the very unusual distorted 
cases, will find their own best calcu- 
lated physical posture and poise, if 
given consistent opportunity to do so. 





New Los Angeles Store 


NunnBush 
MENS SHOES 


sa PLT Le 





The striking feature of this new Nunn-Bush 

store in South Broadway, Los Angeles, is the 

solid black Carrara glass front, with white 

lettering. Windows are attractive and the in- 

terior is richly finished in walnut. P. D. Quist 
is manager. 
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Small town shoe merchants who are 
honestly concerned with this problem, 
can best serve this considerable and 
growing clientele by stressing “shoes 


for the occasion.” Such a merchant 
ought to emphasize adequacy and 
balance in service types of shoes for 
duty use; and see to it that his stock 
contains a full run of sizes and pat- 
terns built over a good, straight, 
medium-sprung last which possesses 
unmistakable juvenile fitting qualities 
—a long vamp, snug waist and a rela- 
tively short back and that this group 
of shoes is provided with built-up 
leather heels not higher than 12/8 and 
broad enough to give squarely balanced 
support to the heel bones which they 
bear. 

If he will do this, the sky is prac- 
tically the limit on the dress side, for 
if he provides comfort for the work- 
ing, active foot, and stresses the neces- 
sity of wearing service shoes on service 
occasions, the feet of his overweight 
women customers will not get into 
much trouble during the occasional 
periods when they don dress type shoes. 





Go West, Young Man, Go West 


[CONTINUED FROM PAGE 40] 


also a Kiltie tongue which is stitched 
down, is a real young man’s shoe. The 
tongue is of smooth or contrasting 
leather which sets off the pattern. 

Plain toes, on honest to goodness 
plain toe lasts, are gaining very 
rapidly. There is a certain styleful 
clientele which is very definitely classed 
as plain toe customers. Many school 
and college boys who have worn fairly 
wide toes with tips are A-No. 1 pros- 
pective plain toe customers. Buyers 
know that just as soon as these style 
leaders are seen with plain toes, there 
will be a tremendous swing toward 
them. Nearly all buyers agree that 
plain toes are due for a good substan- 
tial run this Fall, provided, of course, 
that they are made on the right lasts. 

There is quite a bit of interest in the 
new development in the Jodhpur pat- 
terns, especially in the two eyelet shoes 
detailed with brown buck and brown 
calf, in leather soles. 

This Blucher trend is well worth 
watching, especially the long nose Rag- 
lan pattern. 

Light weight shoes have a definite 
spot in the all-year-round sale in Los 
Angeles. Plenty of men, middle aged 
business and professional men, are con- 
stantly in the market for conservatively 
detailed, good looking, light airy shoes. 
One store whose price range is $6.00, 
$8.00 and $12.50, carries four light 
weight shoes in the $6.00 range and 
two each in the other grades, eight 
shoes in all. A half dozen other stores 
also specialize in maintaining a perma- 
nent stock of light weight shoes, either 
welts or cemented process. For the 
most part, these shoes are detailed with 
wood pegged heels, close edges, fine fit- 
tings and fine light weight calf and 
kid uppers. 
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Now Parmelee Shoe Co., Inc. 


New YORK—The corporate name of :| 
the Cantilever Shoe Stores Co., Inc., | 


was changed on June 1 to Parmelee 
Shoe Co., Inc., and the seven stores will 
henceforth be operated under the name 
of Parmelee Shoe Shops instead of Can- 
tilever Shoe Shops. Henry N. Morse, 
president, says: 

“We continue to feature Cantilever 
Shoes in our stores but as we are sell- 
ing also three other lines — Modease, 
Arch-Relief and Telese—a change of 
name became necessary in order to show 
the public that we are not selling only 
Cantilever Shoes. 

“There is no change except in name. 
The name Parmelee was chosen because 
it is a family name of the Morse 
Brothers who originated the Cantilever 
shoe 20 years ago and founded this 
particular group of stores in 1919, The 
stores are located in Boston, Hartford, 
Philadelphia, Washington, Rochester 
and Syracuse. The company maintains 
an executive office at 2 West 45th 
Street, New York City.” 


Tupper Making Health Slippers 


y 


BURNING CALLOUSES 





NEw YoRK — Tupper Slipper Com- | 


pany of 352 Fourth Avenue has re- 
cently announced to shoe merchants 
Sol-Ease, a new orthopedic 
slipper. 


health | 
This new slipper contains | 


all the many features which are being | 
sought after so much by the foot-health | 


advocates and the public. 


By wearing Sol-Ease when at home | 
and in the pursuit of daily chores | 


around the house customers will derive 
the same benefits that they do from 
their corrective street shoes. In addi- 
tion to these orthopedic advantages Sol- 
Ease is comfortable, stylish in appear- 
ance and is built to retail at popular 
prices. 

The technical staff of Tupper Slipper 
Company has been experimenting for 
a long period and has been constantly 


studying foot health and as a result is | 


4 out of 5 women who 
enter your store are tortured 
by metatarsal callous pains. 
[That means 80% of your cus- 
| tomers are potential buyers of 


into 


PROFITS 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 





more than proud of its final achieve- | 


ment. 


"Heels As Low As You Dare!’ 


Los ANGELES, CALIF.—In your sport | 
shoes wear your heels as “low as you | 
dare” is the word of The Wetherby- | 
Kayser Shoe Company in presenting a | 
line of white and white combinations. | 


Two outstanding numbers being pre- 
sented by Walden Kennedy, advertising 
manager, in early May publicity were a 
white buck of oxford height with large 
shawl-like tongue in contrasting blue 
or brown, a minor amount of triangu- 
larly arranged stitching on the other- 
wise perfectly plain toe, a wide strap 
holding the tongue in place, and a very 
low heel in natural. The other number 
was in white buck with a Russian calf 
plaque which encompassed the lace stay 
and a large oval portion of the vamp, 
giving a semi-moccasin effect. The heel 
on this number was correspondingly 
low. The first number described was 
priced at $14 and the latter at $13.50. 


Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 
shoes that cannot be fitted 
properly without Trimfoot. 
Trimfoot provides a maxi- 
mum of foot comfort instantly. 





WIZARD COMPANY 


Canadian Distributors: Canadian Specialties, Ltd., 49 Sanford Ave. S., Hamilton, Ont. 


rimtpoot 


REG. U.S. 


PAT. OFF. 


SALES TIP: 
When no shoe in stock 
seems to fit... just T. O- 
TO TRIMFOOT and 

save the sale! 

e 
Order a few trial pairs now! 
Write today for FREE Booklet, 
“Here's How”’. 


@ 5ST. LOUIS, MISSOURI 
WALSALL, ENGLAND 
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etyear Corporation 


PASSAIC te, NEW JERSEY 


v 
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f 


ZAPON PATENT 
QUALITY 87 


q ‘ . i > ZAPON KID 
‘ » \ QUALITY 87 


THE SLIPPER MATERIAL 
THAT ALWAYS 


SELLS 
“The Standard of Quality Since 1884“ 


tHe ZAPON company 
ie: AR... oa. A Subsidiary of Atlas Powder Company Be a 
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WHAT'S DOING IN THE SHOE TRADE 
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Complete Ohio Convention Plans 


Three-Day Program of Unusual Interest Mapped Out for 
Meeting in Cleveland, June 16-18 


CLEVELAND, OHIO—From all indica- 
tions, the annual convention and Mid- 
west Fall Style and Buyers’ Conference, 
sponsored by the Ohio Shoe Retailers 
Association, will be one of the largest 
state conventions ever assembled in the 
shoe trade. The event will take place 
at Hotel Carter, June 16-17-18, and up 
to May 27, a total of 134 exhibitors had 
made their reservations. The final num- 
ber is expected to run between 150 and 
175. 

All adjoining states have indicated 
their intentions of cooperating. Accord- 
ing to report of Clarence R. Faflik, 
president of the Ohio Shoe Retailers 
Association, delegations are coming 
from Western Pennsylvania, Kentucky, 
Indiana and Michigan. Plans for an 
annual mid-west convention, combining 
all of these states, have already been 
discussed. 

First report of the completed plans 
for the convention was read by Mr. 
Faflik at a meeting of the Cleveland 
Shoe Retailers Association at the Carter 
Hotel on Monday evening, May 27. Sat- 
urday, June 15, will be given over to 
registration and installation of exhibits 
so that the showing may be opened 
promptly Sunday morning. Sunday will 
continue the registrations and offer the 
first inspection of exhibits. A board of 
directors meeting will be held during the 
day. At night a banquet will be staged 
for members and guests here for the day 
only and unable to attend the big ban- 
quet later in the week. 

On Monday there will be continued 
registrations, inspection of exhibits, and 
a noonday luncheon for retailers and 
exhibitors. Ross Filion, women’s shoe 
buyer of the May Co., Cleveland, and 
outstanding authority on shoe retailing, 
will address the luncheon on “Future 
Good Business for Retailers and Manu- 
facturers.” One of the most unique 
style shows ever held will be offered in 


the evening. Miss Emogene Addams of 
Cleveland will have charge of the show 
and of all models, both for runway and 
room displays. 

Following registration and inspection 
of exhibits on Tuesday, a luncheon meet- 
ing will be held with Fred Abbott of 
Newark, Ohio, vice-president of the state 
association, as toastmaster. D. C. Keller, 
president of the Ohio State Council of 
Retail Merchants, will be the principal 
speaker. At night the big banquet and 
dance will be held, with Clarence Faflik, 
president of the state association, as 
toastmaster. At this time, convention 
attendants will have the opportunity of 
hearing their national president, M. E. 
Mittleman of Detroit. The convention 
committee has spared no time nor ex- 
pense in arranging entertainment and at 
least 20 of the best radio and stage acts 
obtainable will be presented. In addi- 
tion, a Ford automobile will be given to 
the lucky ticket holder. 

Findings and accessory men will ex- 
hibit in the Carter ballroom, with shoe 
men distributed throughout the hotel. 
During all luncheons, the rooms will be 
locked for an hour. Registration will 
be taken in each room so that exhibitors 
will have tangible evidence of interested 
inspectors. Dealers throughout the city 
will close their stores the nights of Mon- 
day and Tuesday in honor of the conven- 
tion. A big welcome is planned in all 
downtown store windows. Over 20,000 
pieces of mail have been sent out from 
convention headquarters at Cleveland 
and in addition the manufacturers have 
been sending out special invitations to 
their customers. 

Ross Filion is convention chairman 
and W. R. Caldwell is ex officio chairman 
of all committees. The list of commit- 
tees follows: 

Advertising Committee—Southard H. 
Bender, chairman; H. L. Jetter, Jacob 

(TURN TO PAGE 46, PLEASE) 


Output Off Slightly in April 


WASHINGTON, D. C.—The total pro- 
duction of footwear in factories report- 
ing for April, 1935, indicates a de- 
crease of 1.3 per cent from March, 1935, 
and 3.7 per cent from April, 1934, the 
latest figures of the Census Bureau re- 
veal. The first four months of 1935, 
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with a total production of 125,834,048 
pairs, shows a decrease of 0.6 per cent 
from the corresponding months of last 
year, in which 126,553,214 pairs were 
produced. 

Men’s dress shoes, with an April, 
1935, production of 6,082,424 pairs, 
show a decrease from March, 1935, pro- 
duction of 6,087,477 pairs, but an in- 
crease from the 5,831,448 pairs pro- 
duced in April, 1934. 

Men’s work shoes, with an April, 
1935, production of 1,890,354 pairs 
show a decrease from the March, 1935, 
production of 2,048,267 pairs and the 
April, 1934, production of 2,595,597 
pairs. 

Women’s shoes, with an April, 1935, 
production of 13,180,195 pairs, dropped 
below the March, 1935, production of 
13,926,505 pairs and the April, 1934, 
production of 18,221,856 pairs. 
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Volume Shoes Follow “High Styles” 


No Clear Cut Line of Demarcation Between Grades, Style 


Committee Reports, As Same Influences Affect All 


New YorK.—The National Shoe Re- 
tailers Association has released the fol- 
lowing Fall Style Report by the Com- 
mittee on Volume Styles for Women, of 
which Richard D. Hofheimer is chair- 
man: 

“In attempting to chart a course 
whereby merchants throughout these 
United States may safely plan their 
purchases in the lower priced fields for 
Fall it must be remembered that there 
no longer exists any clearly defined line 
of demarcation between the tastes and 
desires, or even the needs, of wealthy 
style seeking women and their less 
well materially blessed sisters, who 
read much the same books, papers or 
magazines; see the same pictures, if 
less of the stage or opera; attend as 
many, if not the same dances, parties 
and bridges; and finally listen as well 
to that most recent of levellers—the 
radio. 

“Consequently when we seek to broad- 
cast any information which will be of 
value to the members of our industry, 
or any portion thereof, we can cer- 
tainly lay down no separate course for 
certain price groups, nor in fact any 
material deviation from the course al- 
ready planned by the high style com- 
mittee. 

“There are to be sure certain limi- 
tations fixed by price. The volume to 
be obtained in certain classifications 
and in some colors and materials will 
be limited, not only in the lower-priced 
groups, but in the better classifications 
as well. Volume, after all, is relative, 
and nothing too extreme or in bad taste 
is, or can be, volume. 

“In the use of leathers and fabrics, 
whether they be classic tried materials 
or new and even revolutionary depar- 
tures, attention must be paid to two 
important facts: 

“1. The selection of the right type 
of material for the type of shoe in 
which it is to be used. 

“2. The elimination of certain mate- 
rials or types of materials which, from 
past experience, we have learned can- 
not be successfully promoted in the 
particular section of the country in 
which one operates. 

“By this we do not mean that new 
and different materials should not be 
tried, but only that materials of such 
weight and surface texture as are suit- 
able to the locality are advocated for 
trial or usage. Main Street, after all, 
is not Fifth Avenue and many, many 
highlights which are successfuly pro- 
moted on Fifth Avenue or in other very 
high style centers prove bitter pills to 
merchants in other sections of the 
country. Experience, however, has or 
should have shown which of these types 
of materials can be put over and which 
are probably foredoomed to failure. 

“In patterns there is little differentia- 





tion between those types sold in $2 
shoes or in $20 shoes, save perhaps a 
more sophisticated elegance in the 
higher priced lines. Treatments must 
frequently be modified to meet price de- 
mands, and certain effects of line should 
be avoided if the mass producer can- 
not give the retailer proper fitting 
qualities in his grade. No matter how 
new or beautiful a pattern may be if it 
does not fit, the chances of its success 
are remote. It should be remembered 
that some extreme treatments given 
exclusive shoes cannot be succe-sfully 
carried out and promoted in lower- 
priced groups. 

“Grades of footwear will have little 
bearing on colors, or rather changes of 
color. Those colors and shades which 
are good in better shoes will be main- 
tained all along the line. Possibly 
some of the more daring colors, or com- 
binations of colors, may prove danger- 
ous or, if played too heavily, disastrous. 
The volume colors, however, will carry 
through in about the same proportion 
as in the higher priced brackets. 

“The variety and newness of lasts 
may be more limited to the merchants 
carrying lower priced shoes, but this 
limitation does not free any retailer 
from his obligation to himself and to 
his customers to make the most care- 
ful survey of those lasts which are 
available, not only in consideration of 
the fitting qualities of the lasts selected 
but in their appropriateness to the 
types of shoes involved. 

“There may be restrictions to what 
can be done on certain new style high 
heel types, but on the classic proven 
types those heels which are used in bet- 
ter footwear will surely be adhered to 
as closely as possible by the lower 
priced manufacturers. The changing 
demand on heel heights will find little 
variance between a retailer of one 
grade or another. 

“Merchandising lower priced foot- 
wear is no longer strictly an appeal of 
price. The promotion of style thoughts 
and ideas must be made in these price 
brackets as well as in the higher ones. 
Sales persons selling lower priced foot- 
wear must be well acquainted with style 
demand and style suitability. The vol- 
ume merchant can no longer be so 
busy in attempting to be clever, and 
following his higher priced competitor, 
that he fails to allow himself time to 
think out his own problems.” 





Complete Ohio Convention 
Plans 
[CONTINUED FROM PAGE 45] 


Garfinkel, Chas. Naughton, Merle M. 
Wilson, H. J. Smith, Fred C. Rush, 
Harry Sweitzer, Joe Guttenplan. 
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Entertainment Committee—tL. A. 


Medal, chairman; Joseph Grossman, 
Louis W. Kramer, Ralph B. Howe, W. E. 
Marsal, Irving E. Streem, W. S. Chis- 
holm, O. A. Kohl. 

Program Committee — Ross Filion, 
chairman; J. V. Murphy, Joseph Stein, 
Ben Miller, Joe Faflik, C. H. Lesher, 
Jeanette Kramer, A. W. Laetsch, G. 
Muller. 

Publicity Committee — J. Harold 
Roberts, chairman; Sid L. Lipson, Sam 
Schulepand, Samuel J. Levey, B. C. 
Robideau, Geo. K. Merts, G. B. Gilhooly, 
Charles Johns. 

Registration Committee—A. V. Hol- 
brook, Jr., chairman; Glen O. Glauser, 
Simon Kramer, Jack Hart, W. A. Tomes, 
W. M. Smith, Joe Grauel, Norman 
Rosenbaum. 

Style Show Committee—Murray Ben- 
der, chairman; Elmer A. Clark, Adolph 
Wachsberger, Max Gold, Joe O. Boyle, 
A. D. Barnette, A. H. Saltzman, Harold 
Hoskins, George Mueller. 

Ticket Committee — Walter Jedlicka, 
chairman; Jack Steckler, E. B. Steller, 
G. H. Chapman, A. J. Thomas, E. W. 
Gibson, Howard Hanson, C. F. Foukal, 
Louis Smukler, Joseph Faren. 

Exhibitors Committee—Horace May- 
ers, chairman; Bob Richards, Harry 
Waldron, Bill Harney John Santry, 
Frank McKelvey, Lee Schneider, Mose 
Spero, Jack Maurer, Mike Sullivan, 
Beanie Ward, Fred Roth. 


The Editor's Outlook 


[CONTINUED FROM PAGE 30] 


ness faces the test of its social respon- 
sibility. If we can rest a new prosper- 
ity on the fundamental of “exchange 
of goods and services” rather than on 
artificial control of price levels, we will 
have stepped along the path of prog- 
ress with individual effort and ambi- 
tion the paramount factor. Freedom is 
a precious thing—even in business. 

The Supreme Court decision says 
definitely that the collective system is 
out if dictated by a central govern- 
ment, but it doesn’t say that the honor 
system is in the discard. We are re- 
turning to a competitive system that 
can be less ruthless if we have the true 
neighborly spirit. This is indeed the 
greatest test of whether good business 
practice can be carried on under the 
trusteeship of industry itself. Associa- 
tions have the opportunity of exerting 
powerful moral pressure against all 
back-sliders who operate with the axe, 
the chisel and the vicious greeds that 
brought about the catastrophes of 1929- 
33. Human nature is inherently selfish 
and it remains to be seen whether it 
has learned any lessons the past two 
years of voluntary operation of the 
golden rules. 

As an industry we live by purchas- 
ing power and if we can accelerate the 
exchange of goods and services, we can 
bridge over our difficulties to a more 
secure civilization. 
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Joins Rice-O'Neill Sales Staff 
Sr. Louis, Mo.—James G. Jones, III, FOOT HEALTH 


son of J. G. Jones, Jr., vice-president ; 
and sales manager of Rice-O’Neill Shoe for Men with Y oung Ideas 


Company, has joined the sales force of 
Rice-O’Neill and is traveling the IIli- 
nois and Missouri territory. 





but who want style in their foot-dress even 
though they have weak arches, or have feet that 
are hard to fit, or that require the corrective and 
preventive features, is completely answered in 
The Doctor Shoe. The orthopedically correct 
structural elements are there PLUS style for the 
young men. A line of Uncommon Values which 
builds business for the merchant who is con- 
cerned with the Foot Health of his patrons . . . 
backed up with colorful merchandising and win- 
dow display features. 


TO RETAIL AT $7.50 TO $9.00 


R5080 “Golf Ease”—Brown R205] “Metropolitan” 
Viking Calf; No 5 Doctor Genuine White Buck; No. 2 
Last; Tubular Riveted Golf Doctor Last; Leather Heel 


Calks 
kK DoD 


\N WN \ 
JAMES G. JONES Ill : AKG \ 


A—Rigid Member. B—Spring Steel Member. C—Rubber Cushion. 
After having attended Washington | 
University and Saint Louis University, | 
Mr. Jones took a course in business ad- | 
ministration at Harvard. He then got | 
practical retail shoe experience in the | 
shoe departments of T. A. Chapman, | 
Milwaukee, Vanderver’s of Tulsa, and | 
Scruggs, Vandervoort & Barney of St. | 
Louis. During his Summer vacations | 
while in college he worked in the fac- | 
tory at Rice-O’Neill. He therefore 
steps into the job of selling shoes with 
a well-rounded foundation. 














California Shoe Retailers Association 
Convention, Biltmore Hotel, Los An- 
June 10-11-12 


Illinois State Shoe Convention, Leland 
Hotel, Springfield, III June 16-17-18 
Ohio. Retail Shoe Dealers Association 
Annual Convention, Carter Hotel, 
Cleveland, Ohio June 16-17-18 
Pacific Northwest Shoe Retailers Associa- 
tion Annual Convention, Multnomah 
Hotel, Portland, Oregon June 17-18-19 
Boston Shoe Fair, Hotels Statler and 
Copley-Plaza July 8, 9, 10 
New York State Shoe Retailers Associa- 
tion Convention, Onondaga Hotel, 


Syracuse Sept. 8, 9, 10 SHOE MANUFACTURING COMPANY 


National Shoe Fair, Chicago, ‘“ 
Jan. 6, 7, 8, 9, 1936 : 
CO cconain— 


Michigan Retail Shoe Dealers Association 
Convention, Detroit... Jan. 12-13-14, 1936 





| 
| 
DATES TO REMEMBER | 
| 
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Let’s Look at The | 


RECORD! 


It shows conclusively the steady | 
profits being made by dealers in | 


Styled and priced to meet a con- | 
stant demand, neither we nor our 
dealers have to allow for mark- 
down losses. The records of hun- 
dreds of retailers show sales 
mounting—profits growing. May 
we send you the new Kush-In-Eze 
Catalog and Price List showing 
styles, which we are ready to ship 
promptly. 





No. 254 Hand Turned, 
Black Kid. Gray 


No. 202 Hand Turned, 
Black Kid. 
Sheep _ Lined, 
Heel. AAA-EE. .$2.00 


No. 259 Hand Turned, 
Black Kid, Grea 

Sheep Lined. 13/8 
Heel. A.D. .....$2.40 


5% CASH DISCOUNT 


VAUGHAN -TOWLE CO. 


DIVISION OF 
L. B. EVANS’ SON CO. 
@ WAKEFIELD MASS. @ 
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Claims Largest Shoe Store 


Interior of new Grossman Shoe Store in Chicago, claimed to be world's largest. 


CHIcaco—Where is the largest shoe 
store in the world? Chicago claims to 
have it. 

Back in the year 1901 the first Gross- 
man shoe store was opened at 157 North 
State Street, where the business re- 
mained until 1925. It was then moved 
to 16 East Randolph Street. Last week 
it was moved back to the original loca- 
tion, where the firm has opened what is 
believed to be one of the largest shoe 
stores in the world. It occupies part 
of the ground floor and the entire second 
floor. The ground floor shop is for men 
and the second floor shop is for women. 
The entrance to the women’s shop is in 
the men’s store where an elevator is 
located for the convenience of the cus- 
tomers. 

The women’s shop now has a seating 
capacity of 600, which can be increased 
to 1000 on short notice. This section 
measures 200 feet one way and 147 feet 
the other, with an open floor stock of 
16,000 pairs. In the back part of the 
building is located the regular stock de- 
partment with a capacity of an addi- 
tional 45,000 pair of shoes. 


The decorations throughout the store 
are of the modernistic design, the color 
of the walls and woodwork being a plum 
shade with old rose trimmings. Carpets 
and fixtures are blended in with this gen- 
eral color scheme. The wall sections for 
the open stock are all built at a slight 
angle and the beginning of each section 
is stepped out from the preceding one. 
On the stepped out ends of these sections 
are full length mirrors for the con- 
venience of the customers. Individual 
chairs are used throughout the store. 

The founders of the firm were Marcus 
Grossman and his son, Frank I. Gross- 
man. Frank is now the president and 
treasurer of the business and his wife, 
Gladys, is the vice-president and secre- 
tary. This new store brings the total 
number of Grossman stores to six. A 
ten-year lease has been taken on the new 
quarters at very favorable terms. Mr. 
Grossman reports that a very nice in- 
crease in business has been experienced 
for the first four months of this year as 
compared with the same period last 
year. 





Leonard & Barrows Plant Sold 


MIDDLEBORO, Mass. — Arrangements 
for the continuance of the Leonard & 
Barrows factory, one of the oldest and 
most widely known plants on the south 
shore, have been completed with the 
purchase of the plant by John E. Lucey 
and Robert Goldstein of the Lucey C«....- 
pany with Julian Leonard, for years 
identified with the ‘firm bearing his 
name, actively interested in the trans- 
action and likely to continue in his 
present executive capacity, under the 
new plan of operations. 

John Lucey, who has built up one 
of the south shore’s leading factories 
on volume shoes since his resignation 
from the Joseph F. Corcoran Company 
two years ago, will head the new fac- 
tory, in addition to continuing his pres- 
ent business of making for the jobber 
and chain operator. 


Stacy-Adams Headquarters 


New YorK—For the greater conve- 
nience of their metropolitan trade and 
for their friends visiting New York 
City, the Stacy-Adams Company of 
Brockton, Mass., have established per- 
manent headquarters at the Commodore 
Hotel, New York City. Halsey Elwell, 
salesman, can always be located if in 
or out of New York City, by telephon- 
ing the Assistant Manager of the Com- 
modore. 


Archie Kaplan on Vacation 


Boston, Mass.—Archie Kaplan, 
treasurer of the Colonial Tanning Co., 
Inc., left last week for a two-month 
vacation in Canada, and will visit Yel- 
lowstone National Park before return- 
ing to Boston. 











Charles A. Powers Returns 
to Allied Shoe Company 


New York—After a lapse of several 
years, Charles A. Powers has again re- 
sumed his connection with the Allied 
Shoe Company of Elgin, IIl., as as- 
sistant sales manager in their New 
York office in the Marbridge Building. 

Mr. Powers, whom the retail trade 
will remember as having been with the 
Coward Shoe Company for the past 
several years, will be glad to renew old 
acquaintances among the merchants in 
and around New York. 





Return Cards to Customers 


FLUSHING, L. I.—L. Richland, owner 
of Richland’s Bootery, Inc., 40-34 Main 
Street, Flushing, has a novel way of 
advertising which brings in a steady 
trade. Mr. Richland sends out to his 
customers, every four months, cards 
that tell the customer that the shoes 
he or she purchased four months pre- 
viously have outgrown the wearer and 
it is time to purchase a new pair. This 
method of advertising, Mr. Richland 
says, has helped his business consider- 
ably, many of his customers following 
up these cards. 

This store is principally a children’s 
shoe store but women’s shoes are also 


stocked. Men’s shoes are not carried, 


but boys’ shoes are carried up to size 
nine. 


Shoemaking, Family Style 


Boston, Mass.—Research agents, in 
the shoe labor problem, have delved 
into the familiar question of city vs. 
town and have come up with a few 
singular figures. 

In cities, shoemaking families aver- 
age 1% shoemaker per family. In 
small towns, shoemaking families aver- 
age three shoemakers per family. 

The average shoemaking family in 
the small town has twice as many shoe- 
makers as has the average shoemaking 
family in the cities. 

The matter, put in another light, is 
like this— 

In the shoemaking family of the city, 
the man works in the factory, cutting 
or otherwise making shoes, and it may 
be that his wife, or his son or his 
daughter also works in the shoe trade, 
or it may be that they work in some 
other trade. 

In the small town, the man of the 
shoemaking family works in the shoe 
factory, and, also, his son, his daugh- 
ter, or two of them, for large families 
are more common in the towns than 
in the cities. 

At all events, the shoemaking family 
of the town is twice as large as that 
of the city. This has a bearing on 
labor costs. When three of a family 
are working in a factory, the average 
pay is lower, but the total family in- 
come is larger, than is the case in the 
city where only one and half of a fam- 
ily are working in: the shoe shops. 
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CONVINCING PROOF OF 
STA-TITE'S LONGER WEAR 


Thick resilient rubber—with a firm 
wire screen embedded in the base— 

































holding nailheads firmly—exerting their 





pressure to the very edges of the heel, 











thus preventing any gaping at any time. 









Sta-Tite—the heel with nearly twice the 











No tosposs Wear, at the standard price for good heels. 


PANTHER PANCO CO. cuetsea; mass. 
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Utility Rack for Window Trimmers designed by Nebraska shoe man. 


GRAND ISLAND, NEB.—Otto Siercks, 
manager of Buck’s Booterie Shoe Store 
in Grand Island is a man who doesn’t 
believe in wasting steps needlessly. 
Therefore he has made a contrivance 
that saves him many miles of walking 
in a year. 

It is a rack on which to place shoes 
which are to be put in a window dis- 
play. The shoes are hung on the rack, 
the rack moved to the window open- 
ing, and the shoes can be taken off 
without back-bending or needless 
walking. 

The device is five feet long and three 
feet wide at the bottom and tapers to 


a point at the top which is about four 
feet off the floor. 

“I have been in the shoe business 
for the last ten years,” says Siercks, 
“and during most of that time I have 
devoted considerable time to decorat- 
ing windows. It was some job to take 
out from sixty to a hundred pairs of 
shoes, lay them on the floor, and then 
make anywhere from two to three dozen 
trips carrying them to the back room 
for dusting and polishing and return- 
ing them to stock or to the window. 

“Last Summer I conceived the idea 


of building a carrier and one night I - 


worked until midnight fixing up this 
device.” 





Martin and Martin in New Store 


CHICAGO—Martin and Martin, one of 
Chicago’s oldest and best known shoe 
firms, which for the past 32 years have 
been located at 326 South Michigan Ave- 
nue, are now doing business in their new 
store at 32 North Michigan Avenue. 
This move was made to keep the store in 
the best shopping district of the city, 
which for the past few years has had 
a tendency to move northward. 

The new store presents an attractive 
and striking contrast to the old one. The 
windows and entire interior are painted 
oyster white, while the individual chairs 
have a white base with brown, blue, and 
beige upholstering adding just enough 
color to the general appearance. All the 
fixtures are of Neo Classic design. 

The interior of the store is exception- 
ally bright and gives one a feeling of 
freedom, due mainly to the fact that all 
stock is concealed behind the walls. Built 
into the walls are several well lighted 
show cases that take care of all inside 
displays, and a neat and compact hosiery 
section is located at the front of the 
store. 

The severe simplicity of the all-white 
windows catches the eyes of all who pass 
by. The only fixtures used are chromium, 
based with glass trays. These windows 
offer a very attractive appearance with 
a well balanced display of white and 
colored shoes. A window on one side 
of the door is devoted to women and the 
other side to men. 


Martin and Martin are also making 
plans to move their New York store 
about September 1 from their present 
location at 551 Fifth Avenue to the 
corner of Fifth Avenue and 50th Street 
in Radio City. 

The principal lines of men’s and wo- 
men’s footwear retail from $7.50 to $14. 

The Chicago store is under the direc- 
tion of A. F. Martin and his son, Stan- 
ley, and the New York store is operated 
by A. C. Martin and A. F. Martin, Jr. 


Pied Piper Appoints New 
Salesmen 


WAUSAU, Wis.—The Pied Piper Shoe 
Company has recently made several ap- 
pointments to its selling force in con- 
nection with other plans of expansion. 

C. N. Cogswell will present Pied 
Piper shoes to the trade of New Eng- 
land and northern New York State, a 
territory which he has traveled for 
many years and where he is well and 
favorably known. 

A. D. Goldstein will cover Texas and 
the Southeastern States, where he has 
a wide acquaintance of 10 years’ 
standing. 

B. T. Duncan, who has heretofore 
confined his efforts to the Chicago met- 
ropolitan area, will now represent the 
Pied Piper Shoe Company in the en- 
tire State of Illinois. 
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VANIAN 


TRADE MARK REGISTERED . 












With their unusual flexibil- 


ity and cool cushioned 






resilience, Van Tan inner- 






soles are an exceptional aid 






to foot comfort. 










Ask your manufacturer, 
or write us for the facts. 












VAN TASSEL 


LEATHER COMPANY 











NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 









The Pied Piper Shoe Company also 
announces the completion of the Fall, 
1935, line, which shows every indica- 
tion of finer materials, improved work- 
manship and advanced styling. 

Plans of the enlarged Pied Piper 
organization provide for a 100 per cent 
increase in the in-stock department and 
expansion of the Pied Piper advertis- 
ing program. 


New E-J Salesmen 


L. A. Yerkes will cover a territory 
for Endicott Johnson beginning June 1, 
in South Carolina, with headquarters 
in Columbia. 

S. T. Lambert will cover a territory 
for E-J in North Carolina, with head- 
quarters in Asheville, also beginning 
June 1. 


Ebony Ornaments Popular 


Los ANGELES, CAL.—Ebony orna- 
ments in a variety of colors, but espe- 
cially in black, red, green, brown and 
blue, are proving popular at the May 
Company’s first floor shoe department, 
according to John Knutsen, assistant 
buyer. These ornaments are made in 
the shape of small bows and sell in Los 
Angeles at 75 cents. The sale of three 
and four pairs to a customer, match- 
ing as many costumes, is not uncommon. 
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The Last Word in Modernity 


It is left to Levinson's, 26 King Street West, 
Hamilton, Ontario, to plan a store interior in 
the most modern manner. 

The walls are in old ivory, the chairs in black 
leather and maple, the carpet rose red and 
every carton concealed. For display in the 


1935 


fluted alcoves, the smart style of the week, 
highlighted by indirect tinted lights. The idea 
was to catch a high note of quality in service, 
appointments and in shoes. The shop has been 
visited by shoemen from both sides of the 
Canadian border line. 





Del-Mac in Larger Quarters 


NEW YorRK.—Delman, Inc., and the 
Del-Mac Shoe Process Corporation, lo- 
cated on the eleventh floor of the Allied 
Arts Building, 304 East 45th St., New 
York, are moving to newer and larger 
quarters in the same building. Execu- 
tive and administrative offices will in 
the future be located on the 10th floor. 
This move was necessitated due to the 
growth of the Del-Mac Shoe Process 
Corporation business. This company 
has leased the Del-Mac System to many 
new users during the past few months 
and naturally requires greater admin- 
istrative and service staffs. 

According to H. B. Delman, who is 
president of the Del-Mac Shoe Process 
Corporation and also of Delman, Inc., 
manufacturers of fine-quality shoes for 
women, this condition also applies to 
the shoe manufacturing business which 
has shown a large increase over last 
year. Plans are being made for in- 
creased production during the next 
season. 


Durstine Receives 
A.B.P. Certificate 


NEw YorK.—Roy S. Durstine, acting 
for the advertising agency Batten, 
Barton, Durstine & Osborn, of which he 
is vice-president, received the first cer- 
tificate of agency recognition ever 
awarded by The Associated Business 
Papers, Inc., at a luncheon meeting 
given by the New York Dotted Line 
Club of the A.B.P. The meeting was 
held at the Lotos Club in New York, 
May 27, 1935. There were 125 repre- 
sentatives and publishers on hand to 
witness the presentation, which was 
made by Everit Terhune, president of 


BooT AND SHOE RECORDER, who was re- 
cently elected to the presidency of the 
A.B.P. ; 

In presenting this certificate Mr. 
Terhune expressed the satisfaction of 
A.B.P. members at the friendliness and 
spirit of fair play which marks the at- 
titude of this agency. 

Practically every account whose ad- 
vertising is handled by his agency be- 
lieves in and makes use of business 
paper space as an essential part of its 
advertising program, Mr. Durstine said 
in accepting the certificate. It is be- 
cause of this policy, he alleged, that 
Batten, Barton, Durstine & Osborn 
placed more pages of advertising with 
member publications of The Associated 
Business Papers than any other agency 
in the land during each of the past four 
years. 

Approximately 250 other advertising 
agencies now meeting requirements of 
The Associated Business Papers for 
recognition ‘are to receive certificates in 
the near future. 


Prepares for Hot Season 


OmAHA, Nes.—The second floor shoe 
store of Brandeis Stores is looking 
ahead and preparing for the hot, Sum- 
mer season. Bathing shoes and beach 
sandals are being placed on display in 
a few days. 

“We are expecting a big sale of out- 
door shoes,” says Mr. Jack Orlikoff, 
manager. “We are stocking many fancy 
types and types entirely different from 
any we have shown any other year. 
We are also stocking low-heeled shoes 
for outdoor wear.” 

This store like others in the city is 
selling mostly whites. 
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Modernized Shoe Shop in Denver 


DENVER, CoLo.—D. L. Cramer, owner- 
manager of Cramer’s Foot Comfort 
Shop, 16th and Tremont Streets, Den- 
ver, is settled in his shop since recent 
extensive alterations to his store front. 

The entire front was remodeled, ac- 
cording to Mr. Cramer, giving his shop 
a decidedly smart appearance with its 
modern black glass and onyx finishings 
and octagonal windows on both street 
fronts. These smaller windows are used 
exclusively, he states, for displaying 
specialties and novel offerings in the 
shoes that he stocks and features. 

A new awning for the front adds its 
touch to the general smart appearance 
while transparent glass top over it 
gives greatly increased lighting facili- 
ties inside the shop. 

Interior finishings were altered and 
modernized to conform to the new ex- 
terior, also, states Mr. Cramer. New 
type display cases, a new, heavy rug to 
completely cover the sales floor and a 
harmoniously blended color scheme for 
the walls and decorations are features of 
the modernized interior. 


Mid-Western O.S.I. Managers 
Meet 


CHICAGO, ILL.—A successful meeting 
was conducted here recently for the 
managers of the mid-western stores of 
Orthopedic Shoe Stores Co. 

The convention was divided into two 
parts: the first consisting of talks by 
executives of Orthopedic Shoes, Inc., 
and Orthopedic Shoe Stores Co., the sec- 
ond devoted to discussion by Mrs. Helen 
Kozak, stylist and designer for O. S. I. 

W. S. Foley, president of the stores 
company, opened the meeting with a 
discussion on the “Duties of a Selling 
Manager.” He answered questions and 
led discussion on this vital subject. 

T. B. Wright, president of Orthopedic 
Shoes, Inc., spoke next on various other 
phases of this important topic. Next, 
L. B. Emerson, advertising manager, 
used the motion picture “Why Don’t You 
Sell More Shoes,” specially produced for 
O. S. I. Dealers, to illustrate his remarks 
about “Planned Selling.” A. H. TePas, 
executive of the Selby Shoe Company, 
followed with some very interesting re- 
marks on retail selling. 

Mrs. Kozak introduced an extremely 
valuable new merchandising develop- 
ment, “Group Selling.” She illustrated 
her talk with large hand-painted man- 
nekins, which displayed “Shoes for the 
Occasions.” These figures, dressed with 
actual materials, told the story of what 
shoe to offer for all types of costumes. 

The following store managers were 
in attendance at the meeting, which was 
held at the Palmer House: E. Kirchner, 
Cincinnati; C. D. Schultz, Minneapolis; 
W. S. Durbin, Des Moines; G. P. Cham- 
bers, Milwaukee; D. D. Bandy, Chicago; 
C. R. Morgan, Memphis; A. C. Beers, 
Omaha; F. H. King, Chicago; L. L. 
Strom, South Bend; S. G. Moss, In- 
dianapolis; E.. A. Deurbrouck, St. 
Louis. 
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Shoe Trees 
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QUICK PROFIT ITEM « 50): 


SIMPLEX SHOE TREES 2 sev 


SELF ADJUSTING} 
A Gentle Squeeze \ 
inserts or Removes , 
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SHOE TREE § CO. 
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Men's and Women's 
Slippers 
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EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 


Send for Catalog 
No. 1435R 





A L. B. EVANS’ SON CO. 
Wakefield, Mass. 





Coward Exhibit Attracts 


NEw YorK—The Coward Shoe Com- 
pany’s foot health exhibit in the Em- 
pire State Building, New York, has at- 
tracted much attention, not only from 
the public but from schools and col- 
leges as well. ‘Many schools have asked 
permission to show the very interest- 
ing moving pictures of the exhibit to 
their pupils. The number of people 
attending the exhibit and watching the 
films runs on an average from 500 to 
600 a day. The many questions asked 
show the keen and awakening interest 
people are beginning to take in their 
foot health. 

The exhibit comprises an interesting 
display of shoes from different coun- 
tries of the world. These are arrayed 
in the windows facing on the street. 
Inside, there are many photographs 
showing foot disorders prevalent to- 
day. These are arrayed around the 
room in glass-topped showcases in 
which there are also many plaster casts 
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New Style in Sample Rooms 





New YorkK—Gregory & Read Com- 
pany of Lynn, Mass., are showing their 
new Fall line in enlarged quarters in 
the Marbridge Building. 

In addition to Room 643, which they 
have occupied for several seasons, they 
have taken an adjoining room, redeco- 
rated and refitted it with cases and fur- 
niture especially made and designed 
for them. The effect is very pleasing, 
not overdone, but very business-like. 

This change was made necessary by 
the steadily increasing business that 
has come to Gregory & Read through 
New York recently. According to their 
sales manager, John E. Harriss, New 
York is rapidly becoming the buying 





center for shoes. More and more buy- 
ers make at least seasonal trips to this 
great market and a great many make 
the trip as often as once a month. 

Samuel Diether and Margaret Ran- 
kin make this office their headquarters. 
Eugene Kerrigan, formerly with Gar- 
side, is the stylist for Gregory & Read 
now, having joined their staff in De- 
cember. 

The Fall line is, as usual, very broad 
and comprehensive. The firm carries 
in stock twelve numbers of opera star 
pumps in sizes ranging from 2 to 10. 
The line of pattern shoes runs from 
24/8 heel dress shoes to 12/8 heel sports 
shoes. 





of deranged feet. There is also a 
fully equipped orthopedic surgeon’s of- 
fice on your right as you enter the 
door. In the rear of the room the films 
are shown in a specially constructed 
dark room. These films show foot dis- 
orders, method of treatment for these 
disorders and the results gained. 

The keen interest shown by the vis- 
itors has completely erased any doubt 
as to the reception the exhibit would 
receive from the public, and has given 
the sponsors a very optimistic view as 
to the future of orthopedic shoes. 





Shoe and Leather Prices 


Increasing 


Boston, Mass.—Shoe prices are fig- 
ured up by from five to 25 cents a pzir, 
according to grade, style and construc- 
tion. 

Sole leather prices are up five cents 
a pound or more over March prices. A 
general advance of one cent a pound 
was reported this week. Increases are 
largest on the heavier weights. 

Calf leather is up four cents or more 
a foot above April prices. Side leather 
is up three cents. Kid is higher. 

Tanners have withdrawn quotations 
on some lines. This means they await 


bids from shoe manufacturers. 

Hides are up above a dime a pound 
for light natives, such as are used for 
making shoe upper leather, and are up 
to 138 cents a pound for heavy hides, 
which are used for making sole leather. 

Calfskins are up very much, an ab- 
normal situation prevailing, skins being 
scarce and demand for calf leather 
being strong. 

Low price lines of cut soles are up 
two or three cents, and top grades of 
heavy weight soles are up five cents. 

The drought of last year is one cause 
of these increases. Hides and skins 
are fewer. Cattle are fewer on farms, 
and slaughter at packing houses has 
dropped to a low mark. 

The markets appear to be turning to 
sellers’ advantage. There’s a leading 
question as to how much of the in- 
creases in leather prices will be passed 
along to consumers, and also how much 
will be ebsorbed by the trade. 





New Manager 


LOUISVILLE, Ky.—William C. Peeke, 
formerly manager of the Herman 
Straus & Sons shoe department, has 
been appointed manager of the Shu- 
maker Family Shoe Store, 220 South 
Fourth Street. 
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Promoted To Manager 


SEATTLE, WASH.—S. H. Levin, vet- 
eran shoe man, for the past five years 
with the Block Shoe Store of Seattle, 
has been promoted to the management 
of the Tacoma store of the thriving 
Block chain. He succeeds B. M. Ross, 


former manager in Tacoma, upon 
whom new honors have been bestowed 
in his recent selection as the new as- 
sistant general manager of the Block 
chain of shoe stores throughout the 
Pacific Northwest. 
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Foot Health Window 


PROVIDENCE, R. I.—Keneston’s Foot 
Health Headquarters, 80 Westminster 
Street, has installed the window display 
pictured below. The central picture il- 
lustrates the method used to obtain cor- 
rect fit by means of the “Orthograph.” 


won HEADQUARTERS, INC 





Mr. Keneston, operating under the 
“Foot Health Headquarters Plan,” uses 
both Orthograph and Orthometer, the 
standard fitting equipment furnished 
by Orthopedic Shoes, Inc., to their deal- 
ers. With these scientific devices, and 
with the lines Ground Gripper, Canti- 
lever, Physical Culture and Doctor 
Kahler shoes, he is delivering a more 
complete foot comfort service to his 
ever-growing clientele, he says. 


Unique Cocktail Sandals 


Los ANGELES, CALIF.—A fabric cock- 
tail sandal with a patent leather criss- 
cross laced area on the vamp from 
which strippings of grosgrain radiate 
in sunburst design, like the spreading 
spokes of a wheel, is making a hit at 
Huggins’ Wilshire store. Another fea- 
ture of this cocktail number is the 
rhinestone eyelets partly covered by the 
bow at the throat but which flash out 
intriguingly as the bow happens to 
brush aside. 

A captivating evening sandal for 
which a demand has been created is of 
crepe strips inter-laced and piped with 
silver. The effectiveness of this num- 
ber comes most particularly from the 
tinting, ordinarily the perpendicular 
widths of crepe being tinted to contrast 
somewhat with those running horizon- 
tally. 

Reflections of the Hindu influence in 
evening gowns are seen in an extreme- 
ly flat-heel oriental sandal now being 
featured. This sandal consists of little 
more than a leather sole, the low heel, 
and the broad strips that cross the foot 
and hold it in place. This sandal is 
worn only with the flowing garments 
of the pronounced Hindu mode. 

For “clod-hopper” purposes Huggins 
is showing two outstanding numbers. 
One of these has a base of chamois col- 
ored suede with a fringed calf trim in 


brown calf. This fringed trim run en- 
tirely around the top of the shoe and 
finds an increased accent in the large 
shawl. A second “clod-hopper” has a 
more pronounced moccasin effect and 
is of plain white buck, leather polished 
heel and a large over hanging white 
shawl. 

For tying in with costumes a large 
stock of colored ornaments in the 
forms of bows is carried in this store. 
Colors in ornaments most in demand 
are chartreuse, cherry red, border blue, 
new pink, blue-black, and emerald 
green. An ornament that has met with 
favor for pump throat decoration is 
made by _ stretching colored raffia 
strands over white kidskin. 





Big White Season to Follow 


Late Start 


OMAHA, NEB.—As yet sales of white 
shoes have not been as phenomenal as 
last year, and shoe men throughout 
Omaha are wondering why. A look at 
the temperature day by day for May 
of this year as compared with May of 
last year will give them the answer. 

In 1934 white shoe sales soared to 
unprecedented levels, while this year 
the white shoes have not begun to meet 
the marks of last year. Here is why. 

On May 6, 1934, the thermometer 
rose to 96, while the 1935, May 6, tem- 
perature was but 74. On May 7, 1934, 
the reading was 93, this year 71. May 
8, 1934, found Omaha sweltering in a 
heat of 95, and in 1935 the mercury 
dropped to 55 for a maximum for the 
day. Ninety was the mark hit on May 
9, 1934, while this year it reached 
but 68. Further temperatures for last 
year read: May 16, 86; May 17, 90; 
May 18, 95; May 20, 94; May 21, 86. 
May 28 the thermometer rose to 92 and 
reached the high for the month on 
May 30, when it registered 103, with 
May 31 following with 101. 

So far the temperatures have been 
from 30 to 50 degrees cooler. 

“People are not going to buy white 
shoes until their colored shoes feel too 
hot,” says Oscar Swanson of Napier’s 
Booterie. “The fact that our white 
shoe figures are off for May should 
not cause any great concern among 
shoe men, for the white season is just 
starting later and at a more normal 
time this year. It will last longer, and 
it is my prediction that it will be 
better.” 

Approximately the same sentiment 
is voiced by I. D. Weiss of Herzberg’s. 
“The cooler weather is really acting as 
a boon to us shoemen,” he says. “It is 
giving a chance to clear out our stocks 
of colored shoes. We are selling a 
great many colored shoes and also 
some whites but, of course, not the 
number of whites we sold last year. 
However, I feel that the cooler weather 
is helping us and that our white sea- 
son will be just as good as last year, 
although it is starting later.” 

John G. O’Brien, Thomas Kilpatrick 
& Company, voices the same opinions. 
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YOU CAN NOW INSTALL IN YOUR 
FOOTWEAR THE SMOOTH RUNNING 
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SLIDE FASTENER 





which the United States Rubber Company 
has perfected and installed in all of its own 
footwear during the past eight years. The 
construction is different from that of any other 
slide fastener. The elements are polished and 
plated before they are assembled on their 
especially designed tape. They will not rust 


features are virtually non-competitive. 
Men's and Women's Shoes. 
Beware of Imitations 


Kohn 


CUSHIONED SHOES 


Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Mu Matic 





or tarnish. Here is the ultimate in strength. 
Here is customer satisfaction. 


Manufactured since 1927 


U.S. RUBBER PRODUCTS, INC. 


Shoe Hardware Division 
WATERBURY CONNECTICUT 
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Mailing Pieces Build 
Out-of-Town Trade 


DENVER, COLO. — Small, attractive, 
well-illustrated pamphlets, made up 
partly by an employee of the store and 
sent out twice a year to more than 
10,000 good prospects, are the reasons 
why The Bootery, of Denver, does 
such a satisfactory volume of out-of- 
town business. 

Of the 10,000 mailed, about 3000 are 
sent to customers living out of the city, 
some near and some far. One customer 
listed on the mailing files lives in India. 
A great many of these names are ob- 
tained when the customers visit Colo- 
rado while on vacations, but a large 
number of the names are obtained by 
prospects writing in to the store and 
requesting that their names be put on 
the mailing list. 

The pamphlets are 9 inches by 6 inches 
when folded and ready for mailing. 
However, when opened they are 12 
inches by slightly over 18 inches. There 
are usually 24 illustrations used in each 
edition, and all of these illustrations 
are drawn by an employee of the store. 
The illustrations are perfect, and the 
firm believes this to be the best plan 
because it is possible to show what the 
store has and to feature what is known 
to be in demand by local trade. In the 
pamphlets, each illustration is identified 
and descriptions of the various models 
are listed, under respective identifica- 


tions, in the center of each page. The 
store goes into this type of direct-mail 
advertising quite heavily because it is 
felt that a specialty shop is very well 
suited for this medium. Proof of this 
fact is given by the large number of 
customers who only get to visit the 
store once a year or two years, but 
nevertheless buy their shoes through 
the medium of the pamphlets. 


Bill Would Stop Arch 
Support Sales 


‘CHICAGO—Retail shoe dealers would 
be prohibited from selling or recom- 
mending arch supporters, foot powders, 
pads, corn plasters or any kind of foot 
remedies or special orthopedic shoes if 
a bill in its present form sponsored by 
Senator George M. Maypole, of Chi- 
cago, known as the Maypole chiropody 
bill, succeeds in passing the Illinois 
legislature. 

Representatives of the Illinois Cham- 
ber of Commerce, the Chicago Associa- 
tion of Commerce, and other interested 
parties who have studied the bill, 
declare that its principal aim is to 
benefit the present practicing chirop- 
odists in Illinois by limiting the num- 
ber of licensed chiropodists and pro- 
hibiting any person other than licensed 
chiropodists or duly licensed physicians 
from giving any massage, manual or 
mechanical, or any other kind of treat- 
ment to the human foot, including the 


sale of corrective appliances such as 
arch supporters, pads, etc. The bill: 
would even prohibit shoe dealers from 
recommending such appliances. 

An opinion expressed by Attorney 
Carl R. Latham, former president of 
the Chicago Bar Association, declares 
that it appears from a careful study of 
the bill that the recommending of any 
kind of shoes or suggesting the correct 
last or type of shoe that would give 
the greatest comfort to anyone suffer- 
ing from a foot ailment would consti- 
tute the practice of chiropody and 
would render anyone other than a li- 
censed chiropodist, physician or sur- 
geon making such a suggestion subject 
to a stiff fine, or imprisonment, or both, 

Amendments will be introduced by 
the Chamber of Commerce and associa- 
tion of commerce to nullify the provi- 
sions relating to retail shoe dealers as 
soon as the present legislative jam cre- 
ated by the fight over the relief mea- 
sures is out of the way, which will prob- 
ably be early next week. 


Plan Store Improvements 


ERIE, PA. — Eisenbergs, Inc., 1124 
State Street, Erie, are planning to 
change the front of their store. This 
will be the second time within the year 
that improvements have been made in 
this store. Mr. Eisenberg is looking 
towards a big increase in business this 
summer. 
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Makes a Perfect Fit to 

Shoes That Slip at the 
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° Simple and Easy to Oper- 

Guaranteed One Year ate. 

Write for More Information. 
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Novel Summer Window 


CHICAGO—An unusual and attractive 
window by the Cutler Shoe Store, South 
State Street, was designed to promote 
sales on sport, beach and yachting shoes 
for women. The display resembles a pier 
with different length cedar logs to rep- 
resent the piles. On the tops of these 
piles were the various shoes tied in with 
the display. 

In order to get the sand effect, large 
squares of sand paper were used. For 
@ background large pieces of string net- 
ting were draped between two piles and 
rope wound around the piles. Regular 
blanks were used for the pier itself and 
afforded additional space for displaying 
shoes. On each side of the pier was 
a life preserver on which was written 
a sales message. 





Manages New Shops 


MILWAUKEE, Wis. — Grant Simpson, 
formerly assistant manager of Dr. 
Scholl’s Foot Comfort shop in Chicago, 
has been named manager of the new 
Milwaukee shop at 221 East Wisconsin 
Avenue. Expanding volume of busi- 


ness made necessary the removal of 
the local shop from the Majestic Build- 
ing to larger quarters. 


Dramatizing "Season Opening" 


St. Louis, Mo.—Johnson-Stephens & 
Shinkle Shoe Company celebrated the 
unveiling of their new line of Rhythm 
Step Shoes at headquarters in St. 
Louis with a two-day program given 
over to a discussion of advertising, mer- 
chandising and styling. In addition to 
the officials and the members of the 
sales force, some 35 of the country’s 
prominent shoe buyers attended the 
sessions. 

Under the chairmanship of Carlyle 
Emery of Ruthrauff & Ryan Advertis- 
ing Agency, the new line was dis- 
played, advertising and promotion 


‘set-up unfolded and the style picture 


completely covered. The high points of 
interest were talks by Julia Coburn, 
fashion editor of the Ladies’ Home 
Journal, and Marion Palmer, fashion: 
editor of Harper’s Bazaar. Both dis- 
cussed the general trends for Fall, and 
particularly the types of shoes that are 
to be an essential part of the Fall pic- 
ture. No little emphasis was placed on 
the spirit of youth that must be domi- 
nant in the pattern treatments for Fall. 

Dr. Quintus L. Drerinan, nationally 
known orthopedic surgeon, analyzed the 
function of the foot in locomotion, par- 
ticularly as it applied to the construc- 
tion of the exclusive Rhythm Tread 
feature in the new line. 





Winning Extra Sales 


CHIcAGoO—Extra sales are being made 
daily by the Cutler Shoe Store, located 
in the Palmer‘House building, as a re- 
sult of the following method. A number 
of special display racks have been made 
to hold six pairs of shoes and can be 
carried easily by hand. On these are 
displayed six pairs of a certain type 
shoe. After a customer has selected a 
pair of sport shoes, for example, the 
salesman will then place one of these 
racks in front of her with a display of 
street shoes or evening slippers. Many 
extra pairs are moved in this manner. 

To speed up sales, large racks are kept 
at the rear of the store on which are 
displayed all new models as they are put 
in stock. This enables a salesman to 
find the number he wants without a 
waste of time, and acquaints him with 
all new numbers. 

As sales are made the customers are 
directed to the hosiery counter, where all 
purchases are paid for. At this time 
hosiery is shown and many extra sales 
develop. 





Creating Good Will 


CuHicaco—Pat Kay, manager of the 
H. A. Meyer Shoe Store at 23 E. Monroe 
Street, has a method of creating good 
will that is inexpensive yet very effec- 
tive. Any one who so desires may walk 
into the store and receive a shine and a 
new pair of laces free of charge. Also 
a pair of laces is given free to all cus- 
tomers and possible customers who enter 
‘the store. “Phe pleasing effect this has 
is well worth the cost,” says Mr. Kay. 
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Sold Shoes 50 Years 


CINCINNATI, OHIO — Charles F. 
Weckel, 67, 1640 St. Ledger Place, Wal- 
nut Hills, for 50 years salesman for 
Durrell Bros., shoe manufacturers, died 
at Christ’s Hospital May 13. He was 
a native of Cincinnati. Three sisters, 
Mrs. Geo. Barte, Dayton, Ohio; Mrs. 
Claude F. Johnson, East Orange, N. J., 
and Mrs. A. E. Martin, Kansas City, 
Kans., one half-brother, Arthur J. Bil- 
let, Detroit, Mich., and one nephew, J. 
Hugo Weckel, Dayton, Ohio, survive 
him. 

Mr. Weckel was a member of Doug- 
las Lodge No. 21, Knights of Pythias; 
Cincinnati Council United Commercial 
Travelers, and Bethlehem Methodist 
Episcopal Church. 

Services were held at the Bethlehem 
Church, 3215 Woodburn Avenue, Wal- 
nut Hills, at 2 o’clock, May 15. Inter- 
ment at Spring Grove Cemetry. 





Making Room for Whites 


CHICAGO—“With the sub-normal]l 
weather that has been with us most of 
this Spring, the sale of whites has been 
greatly slowed up,” says E. G. Teters, 
manager of the Palmer Boot Shop. “But 
I do expect a landslide of business on 
whites as soon as the weather breaks, 
and in order to make room for my stock 
I knew it would be necessary to clean 
house on my dark early Spring footwear. 
In order to do this I ran a sale, offered 
all my salesmen a special inducement to 
push out all the old stock they could. 

“The results were very gratifying. We 
managed to move over 25 per cent of 
our dead stock and a good percentage 
of our remaining Spring shoes. This 
enabled us to increase our stock of 
whites and Summer styles considerably.” 





Search for Cinderella Foot 


SEATTLE, WASH.—A thousand shoe 
retailers of the entire Pacific Coast, as 
well as 300 manufacturers of the shoe 
and leather trades, are expected to 
attend the forthcoming convention, 
June 10-13, of the California Shoe Re- 
tailers, with a number of Pacific North- 
west shoemen taking part in the ses- 
sions. 

Many feasures of the program are 
particularly appealing to members of 
the industry in the Pacific Northwest 
States. A highlight of the convention 
will be a search for Cinderella, and 
the tiny foot that will fit the small 
slipper of gold and precious stones. 
The Pacific Northwest executives are 
going to help look for Cinderella after 
they check in at the Biltmore. 





Shoe Store Looted 


PORTLAND, ORE.—Smashing a large 
plate glass window to secure his loot, 
a burglar the other evening removed 
a number of pairs of shoes from the 
store-of J. C. Brill, located at 8027 
Southeast Thirteenth Avenue, this city. 
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hospitality a very personal 
consideration has made the 
Bellevue, your home in 
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Shoe Business On Upturn 


LOUISVILLE, Ky.—Conditions in the 
shoe business are on the upturn in this 
locality. The AAA ‘has been a boon 
to farmers and their better condition 
is reflected in sales. Burley tobacco 
growers in the blue grass region re- 
ceived approximately $10,800,000 for 
their leaf on the open market for the 
1935 season. This month they will 
get their second benefit payment under 
the production program, which will 
amount to about $2,300,000. 





Fitting Is the Secret 


Azusa, Cat.—Charley Carr, proprie- 
tor of Carr’s Quality Shop for men at 
134 East Foothill Blvd., Azusa, states 
that he has increased his shoe sales 
several hundred per cent by taking 
several courses in corrective shoe fit- 
ting and applying his knowledge con- 
scientiously. 

“My shoe business was just naturally 
wasting away,” says Mr. Carr, “and 
I did not know what was wrong with 
it. The merchandise was good and I 
worked hard enough. Then someone 
told me to become a scientific shoe fit- 
ter, an outstanding shoe fitter, and the 
fact that the town was small wpuld not 
matter so much. I did that and did 
it up right. Now my shoe business 
equals all other business in the. store. 
It grew steadily during all the worst 


‘years of the depression. Now I carry 
a stock invoicing at nearly $14,000 
and during this last year I have had 
customers from more than 12 neigh- 
boring towns and cities. That method 
is my answer to beating the game in 
a small place!” 


Feltman & Curme 
Lease Loop Store 


Cuicaco—Feltman & Curme, operat- 
ing 1C0 shoe stores from coast to coast, 
announce the leasing of the 16 x 60 
store and basement building at the 
southeast corner of Monroe and Dear- 
born Streets in the loop. They will 
erect a new modernistic front of stain- 
less steel, black glass and Neon lights 
will be installed. The interior will be 
of modern design. Indirect lighting 
will be used. The new steel tubing 
chairs will be a prominent feature of 
the fixtures. 


Billboard Advertising 


SEATTLE, WASH.—Built around the 
many new, diversified white styles is 
the new Summer billboard advertising 
campaign of Nordstrom’s for its two 
local retail shoe stores in the downtown 
district as well as the university dis- 
trict. The white theme is thrown against 
a summery blue background for stun- 
ning “stop ’em” effectiveness. 








Weather Holds Up White Sales 


Des Moines, IowA— White cloth 
shoes and white in combination with 
brown or blue are figuring well in the 
early Summer demand, although the 
white season in this territory is be- 
coming much later than it was last 
year, according to W. J. Corcoran, vice- 
president of the Panor Stores. Ties 
and straps are about evenly divided in 
the volume to date. 

He expects the shoe business to take 
a spurt as soon as the rainy season is 
over. The first half of May brought 
unusually cold, stormy weather and 
the entire retail business, including the 
shoe trade, in this section suffered. 
Arant’s shoe store, at 710 Walnut 
Street, is now holding a closing out 
sale, to be concluded July 1. No addi- 
tional stores of the Panor group will 
be cpened in this territory, according 
to present plans. Mr. Corcoran is per- 
sonally supervising this store. 

S. C. Nicholas, head of the shoe de- 
partment at Wolf’s, joins the chorus 
favoring white shoes as practically the 
sole sellers for the season, but says the 
white season really hasn’t opened full 
force yet. 

W. S. Arant, head of DeArcy’s Boot 
Shop, of the Panor group, was a con- 
sistent attendant at the Des Moines 
city forums and made the closing 
speech of thanks in behalf of the pub- 
lic at the last Saturday luncheon ses- 
sion of the year. 
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MRS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Soles.. 0-3 
Intermediates ...... 1-5 
Flexible Hard Soles 2-6 


Send for In-Stock 
Catalog 





MRS. DAY’S IDEAL BABY 
E co 


Locust St. Danvers, Mass. 


















Tan Elk.... 1.65 
Black Elk... 1.65 
Patent 


Leather.. 1.65 


Sizes 
4 84-12 
B.C.D. 


White Elk. .$1.70 | 








Neutral Combinations 


CHIcAGo—Marshall Field & Co., fifth 
floor shoe salon is featuring white with 
brown as the proper shoe for the ef- 
fect of a neutral color, suitable for 
wearing with any dress combination or 
color. A white buckskin tailored ox- 
ford four-eyelet tie with brown calf 
tip, fox and stay and all leather Cuban 
heel; a white linen open throat single 
eyelet tie with brown calf tip, stay, 
trim and Cuban heel, also in white with 
blue and in all white; and a white 
crushed kid instep tie trimmed in 


brown mesh on vamp and instep with 
white Cuban heel are offered at $12.50. 
In the basement a spectator low heel 
perforated plain white at $3.95 is a 
sales leader as the season starts off. 
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As the Costume Goes 


(CONTINUED FROM PAGE 19) 


a few red browns in suedes and more 
in kid and calf. Extremely dark 
“inky” browns are high style. The 
bright yellow “ginger” browns are also 
limited and seen mostly in tweeds and 
sports dress materials. 

Green has third place. In many 
fabric houses the race between green 
and red is just about even. The first 
green is a true dark green. Yellow 
greens, blue greens and (for sports) 
bright billiard greens are more 
limited. 


Right Reds for Fall 


Red this Fall means a clear wine red, 
a darker version of this Summer’s 
popular Dubonnet, the cast of the 
Oriental Oxblood shade in leather. If 
you’re buying red shoes—and you 
probably will have a few for early pro- 
motion—be sure your red is not too 
purplish. This Fall’s red shoes are a 
very different red from that Burgundy 
we had two years ago. 

Coming down the list we wind up 
with rust, for coats: and dresses a few 
(very few) purple tones in high- 
fashion dress and coat materials; a 
scattering of bright navies in sports 
coatings and some oxford grays in 
dress woolens. 

Textures in coatings stress a new 
interest in smoother surfaces. We see 
it in informal coatings, where checked 
and plaided suede-finished woolens and 
plain or patterned fleeces ‘now com- 
pete with the rough tweeds. (See illus- 
tration No. 10.) We see it in dress 
coatings. Woolens for popular price 
dress coats have a suede finish, with 
what the woolen trade calls “indented” 
or “low relief” patterns—diamonds, 
diagonals or other designs set down 
into the weave. (See illustration No. 
7.) The surface interest is there still, 
but it’s flattened out, given a smoother 
effect. 


Coatings and Leathers 


Higher priced coatings feature soft 
“frisé” or curled weaves, often with the 
the curled yarn in silky lustre in re- 
lief to the duller background. This 
shiny-dull contrast is also brought out 
in coatings introducing sparkling cello- 
phane strands into the weave. Rich 
broadcloth types of fabrics are in- 
dorsed for better coats and velvet 
promises to be prominent in coat, suit 
and dress materials. 

How do these surfaces in costume 
fabrics tie in with leathers? They 
bring three highlights to the fore, with 
the classics—calf, kid, and plain suede 
—holding their own. 

First, the new smooth textures in 
sports coats are one reason why re- 
verse-calf, which carries out the same 
smooth feeling, is a feature leather for 
sports and spectator types. Second, 
these new patterned suedes for popu- 
lar-priced dress coats find their coun- 


terpart in our new demi-suede shoe 
materials. Third, the shiny-dull effect 
in the finer coatings calls for shiny- 
dull contrast in shoes. It emphasizes 
patent and lustre kid in combination 
and indicates a certain high fashion 
demand for all-over patent shoes. 


Appointed Manager 


BALTIMORE, Mp.—Herbert Cox, well- 
known figure in the retail shoe field, 
has been appointed manager of the 
Wilbur Coon shoe department of Dals- 
heimer’s, one of this city’s leading ex- 
clusive shoe retailers. Mr. Cox is a 
graduate of the American School of 
Practopedics and a thoroughly trained 
foot correctionist and shoe fitter. His 
appointment as manager has been due 
to the unusual talent and knowledge 
in fitting all types of feet which he has 
displayed. 


On Your Mark 
(CONTINUED FROM PAGE 32) 


good performer. The championship 
mark was around 4.20 and the record 
4,14, 

Keen competition, hard training, con- 
centrated effort and a goal has been 
responsible for bringing the record down 
to 4.07. The championship figure stands 
at 4.11 and the man who cannot do at 
least 4.18 is out of the running. 

What is considered a good perform- 
ance in your shop (as to salesman- 
ship) and what are you aiming at? 

Have you set yourself a goal? Are 
you trying to reach a better figure? 

What was your “quota” of business 
last week? Will you try to “beat that 
mark” this week? 

To run “a good mile” you must 
“gauge yourself to a pace.” You will 
never do it by running a record first 
quarter and stagger through the last 
three-quarters. Neither will you ac- 
complish it by loafing through the first 
three-quarters and finishing with a fast 
last quarter. 

The most successful milers run 
against time. Each quarter is 
“gauged.” One slow quarter, one loaf- 
ing period, and the race becomes 
ordinary. To reach his goal, the effort 
must be sustaining. 

Look up your yesterday’s record, or 
last week’s or last month’s. Divide 
them into “periods” and by constant 
effort, try to improve each just a little, 
and, in the end, you’ll show improve- 
ment. 

A little bit more added to what you 
did will bring you that “Championship 
Crown” and the laurel wreaths of an 
outstanding performance. 

John L. Harris. 
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DUPONT PONTAN 
QUARTER-LINING 


DUPONT FAIRFIELD 
SOCK-LINING 


EEE NE 


DUPONT WHITE 
MIDSOLE MATERIAL 


field Par ings kid grain, PS finishes add 
‘much to we *  geekiapam of the inside. a the shoe. 


‘An outstanding new w development, Dupont White 
‘Midsole, gives the desired smartness to this pop- 


lar type of Spring and Summer Foolwser: 








When writing advertisers please mention Boot and Shoe Recorder 
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Harmonizing summer colors 





offer a perfectly blended trim. 





Modernistic rose design, with 





contrasting shade of turquoise 
blue, on white mottled board. 


The display card is 8” x 14”. 




































CARD HOLDERS 


Oval base—burnished gqold— 
three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the -finest 
window display fixtures. 


Supplied with annual services. 





















_ 
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Everyone Passing 


is a Possible Prospect 


SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35c¢ each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 






WITH STORE NAME: 100 tickets, $3.00—200, $5.00 





Polly Clips 
POLY GIP pice ree at 
for Price Tickels Ruch nverga 


Yo gross ............. $2.25 
| gross .... ...... $4.00 


Polly Shoe Holder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 

Wy dozen ............. $1.65 
1 dozen .............. $3.00 




















Recorder Stock Record 
Tickets 


for shoe cartons. Clips in- 





















































ERED ape Dee $1.25 
1 Be cea in en 


MERCHANDISING AIDS 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen [printed or blank) $2.00 
6 o e o i] 


SPECIAL: 


Combination of one gross Polly 
Clips and ae Arrows, only 
00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN, supplies merchandising and display suqgestions 
each month. 

SPECIAL CARDS, with wording as wanted. 

EXCHANGE OF CARDS: Annual card service subscribers may exchange any 


cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS, with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 





SERVICE | MONTHLY HOLDERS TICKETS 





No. | $5.00 6 100 





4.00 4 100 





3.00 ; 50 





2.25 50 























g FOR ITSELF + IN 
@g INCREASED BUSINESS 
| /Miil Coupe Vow! 


Wn 

















“D ” — 
White board, Rose-pink board. | White board; de- Pale blue board, 
green and qold— Lavender and _ signintwoshades dark blue trees, 
yellow desiqn. green desiaqn. of qreen. and golden moon. 
Size: 11/2” x 23%4”—Prices on first page. 


coe centre we ccce wens eres co eeeecctceccsson 
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STORE NAM 
for 


each month’s service deliv- 


= 
ew 
=) 
Zz 
=a 
wt 


subscribers 


must be drawn on U. S. 
additional 


. per year, payable 
foreign 
card holders. 


we agree to pay $1.00 
month 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 
banks, or include exchange. 
If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
ered, and agree to return the 


FOR 
from 
der, 


MERCHANTS SERVICE DEPARTMENT 
BOOT & SHOE 
HK ecavd bY 


209 S:STATE ST: CHICAGO:ILL: 


Cheek with order, please, unless C.0.D. preferred 


oe 
c 


for 
Card’ Service 
.-» Consisting of 
IMPRINTED 
at 35¢ per fifty, 


monthly 
additional. 


for 
. card holders (with 


the first month’s service), 
> ieeete, Oe =. <c55 6. 


beginning with JUNE, con- 
blank tickets each month, 


Please enter our order for the 
Recorder ‘‘Selling Messages,” 
tinuing 


TICKETS, 


year, 
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ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 














SALESMEN WANTED 


SALESMEN WANTED 


BUSINESS OPPORTUNITY 








The Foremost Jobber of Popular Priced 
Slippers and Beach Sandals has a most 
Attractive Proposition to offer the 
Best Side Line Men. Various terri- 
tories open. 


The Geo. N. Cohen Co. 
81 Reade St., New York City 











IDE line salesman—strictly commission—to 
handle manufacturer’s line of spats, contact- 
ing well-rated retail, chain and department stores 
—Western Pennsylvania (Pittsburgh resident 
preferred) and Western New York, Indiana, IIli- 
nois, Missouri, lowa—references and full details. 
Address E-287, Boot & a Recorder, 239 West 
39th Street, New York, N. Y. 


ANTED SIDE-LINE SALESMEN, now 

calling on the shoe retail trade, to "sell a 
Fall line of merchandise on straight commission 
basis. Applicants must furnish references as 
well as the name of the firm now representing. 
Address E-274, care Boot & Shoe ee. 239 
West West 39th Street, New York, N. Y 
SALESMAN | WANTED for New York 

State—Men's and Boys’ slippers. Only those 
who have office space in New York City need 
apply. Address E-271, care Boot & Shoe Re- 
corder, 140 Federal Street, Boston, Mass. 








ANTED SIDELINE SALESMEN now 

calling on the shoe trade to sell a fall line 
of merchandise on straight commission basis. 
Applicants must furnish references. Address 
:-274, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ALESMEN, all territories, established follow- 

ing Department and Shoe Stores, handle side- 
line Compo and Sbicca boudoir slippers and 
sandals. References, full particulars. Confiden- 
tial. Address E-290, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





OL .D Established Wholesaler wants high grade 

experienced salesmen to handle inexpensive 
men’s dress and work shoes, women’s sports and 
others. All territories open. State previous 
connection and experience. Address E-291, 
care Boot & Shoe Recorder, 140 Federal St., 
Boston, Mass. 





ALESMEN with established shoe accounts 

wanted in all sections to sell the most flexible 
line of Children’s Pre-Welts made. Popular 
priced fast sellers. Commission. W. C. Good- 
ger, 82 St. Paul Street, Rochester, N. Y. 





ALESMEN Wanted—For New York State 

territory, to carry fast selling line of juvenile 
shoes. — Shoe Co., Inc., 143 Duane Street, 
New York, N. Y. 





EPRESENTATIVES on shoe findings for 
chain shoe stores and jobbers. Lorraine 
Mfg. Co., 712 E. Baltimore St., Baltimore, Md. 








SHOE MFRS. SUPPLIES 








ATTENTION 


Slipper and Shoe Manufacturers 


Rabbit fur and yardage in Pastel shades. Buy 
direct from tanners and dyers. Stock always on 
hand. 

Prices and samples on request. 


NATIONAL FUR DYEING CO. 
820 E. 16th St. Los Angeles, Calif. 

















POSITION WANTED 


RTHOPEDIC Salesman or Manager. Know 
lasts and feet thoroughly. Can leather up 
lasts, take measurements for made to order 
shoes, make arches, molds, build constructions 
in stock shoes. Go anywhere. ED. EDWARD. 
55 PIERREPONT ST., BROOKLYN, N. Y. 








SHOE man age 34, desires position as store or 
department manager, has had sixteen years’ 
retail experience, ten years as manager, thor- 
oughly familiar with chain store operation, also 
window trimming, employed in New York, will- 
ing to go anywhere. Address E-293, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








FOR SALE 


ORNER STORE—Fixtures and stock must 

sell at once $2,000. Address E-292, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y 


REE HUNDRED feet of practically new 

walnut faced shoe shelving for sale at one 
half manufacturing cost. Standard Store Fix- 
ture Co., 644 W. Madison St., Chicago. 














FOR SALE OR RENT 


FOR Sale or Rent very reasonable. Davis 
shoe factory building, 2 story brick and con- 
crete, 55 x 160, maple floors, sprinkling system, 
Kewaunee boiler. electricity, sewerage, lava- 
tories, 3 acres. Hoxieon is 55 miles N. W. o 
Milwaukee, highways 28 and 33, on the Mil- 
waukee Railroad in the heart of the dairy belt, 
2500 inhabitants, German descent, labor condi- 
tions ideal. Closing an estate. Administrator, 
3541 No. Summit Ave., Milwaukee, Wisc. 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894, Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











A BUSINESS OPPORTUNITY— 
A SOUND SUCCESSFUL PLAN— 


Large middle western company offers unusual op- 
portunity for young men to go into business for 


themselves. 
REQUIREMENTS— 

—State age and shoe selling experience. 
—A-1! references as to character and reliability. 
—Be able to make small capital investment. 
It will pay you to investigate. 

Write Box E294 

c/o Boot & Shoe Recorder 
1627 Locust Street 
St. Louis, Missouri 

















MERCHANTS’ NEEDS 








DISPLAY ©® 


Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeoble. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 











mum charge 75 cents. 


address should be counted. 





z CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@e§ 


Minimum charge $1.25. 
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MERCHANTS’ NEEDS 


WANTED TO PURCHASE 











CUSTOMKNIT SHOE MITTENS 


FOR MEN AND WOMEN 
RETAIL 


PRICE 
35e. A PAIR 


Customknit Shoe Mittens are used to pack shoes 
for travelling and to prevent clothing from being 
soiled. They keep shoes from being scratched or 
scuffed. 
As a closet accessory Shoe Mittens keep summer 
shoes, dress shoes, ete., free from scratches and 
dust. Shoe Mittens are knit of ‘‘Durene’’ and at- 
tractively boxed. 
TREINIS BROS 120 poynaure tes 
e BROOKLYN, Y. 











Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-.Jettick, 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 

ERVIN RUBIN 

he House  & hasan 
889 Reade St. Cor. C ch 
Phone Barclay 7-7S887 New York City 











Industry Accepts 
NRA Trusteeship 
[CONTINUED FROM PAGE 26] 


mum hours. The present strength of 
the Association is further fortified by 
a background of thirty years’ experi- 
ence and service to the industry. 

“The enthusiasm for the resolution 
as passed was indicated by the fact 
that the heads of leading shoe manu- 
facturing concerns, who were in at- 
tendance at the meeting, wired or 
telephoned their several factories in- 
structing them to post notices in their 
establishments to the effect that their 
companies concurred in the resolution 
and that there would be no change in 
their plants in the wage, hour, and 
child labor regulations under which 
they have been operating.” 


M. A. Mittelman, President, National 
Shoe Retailers Association: 


“The voiding of the NRA by the 
United States Supreme Court will un- 
doubtedly cause a little uncertainty in 
the minds of many as to just what pro- 
cedure should be followed. 

“We recommend that there be no 
reduction in wages and no lengthening 
of the hour work period; and that the 
unwritten law of every establishment 
be that former Child Labor laws be 
strictly adhered to. 

“Also that every member of the 
National Shoe Retailers Association do 
everything possible to promote better 
general working conditions for all em- 
ployees. That we refrain from all 
price-cutting, continue business as 
usual and endeavor to get a fair net 
profit. 

“What we need in this situation is 
just plain applied common sense— 
nothing more, nothing less.” 


A. H. Geuting, Chairman, Legisla- 
tion Committee N.S.R.A.: 


“Orderly business is desired by every 
merchant in the country. Opportunism, 
chiseling, unfair practice, cheating by 
making great promises that cannot be 
fulfilled, that deceive, and demoralize 
legitimate business ought to be con- 
trolled, in some reasonable way at least. 
Codes were written for this purpose. 








CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, Geller, Beck. 
Saks—5th Avenue, Melville, Bostontan, etc. 

BARIS SHOE COMPANY, Inc. 

79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 518! 

















unanimously decided that they are un- 
constitutional as written. It doesn’t 
follow, however, that there isn’t a con- 
stitutional way to control abuses, and 
no doubt something of this nature will 
be contemplated. 

“While many of the Codes were ap- 
proached with good, honest intent, 
others had. a decidedly monopolistic 
tendency, and were written in a spirit 
of selfishness that could not be called 
just, and stand the test of time. 

“In the meantime let’s avoid chaos. 
Let’s sustain the unlift that we all 
experienced in writing these Codes, in 
the idealism that in many cases, at 
least, we endeavored to establish.” 


Percival E. Foerderer, Chairman, 
Tanners’ Council of America: 


“We urge that you continue to oper- 
ate under the provisions of the Leather 
Code until the Supreme Court’s de- 
cision, NRA, has been carefully ex- 
amined and its effect on the leather 
industry clarified. 

“The members of the General Plan- 
ning Committee will meet to consider 
the present situation and recommend a 
future policy. You will be advised 
immediately following this meeting. 

“The Leather Code was not an in- 
volved one and the industry has de- 
rived benefits from it. Each member 
of the industry should adhere to its 
provisions until a recommendation can 
be made after mature and careful con- 
sideration. 

“Your cooperation in this crisis is 
vital to the future welfare of your own 
business.” 


National Council Shoe Retailers, Inc.: 


“After conferring with members of 
the Council’s executive committee and 
others, it is our recommendation that 
members make no changes in their 
operations—particularly and_ specifi- 
cally as to wages and hours—as: the 
result of the decision of the U. S. 


“However, the Supreme Court has| Supreme Court of May 27. 





A PHENOMENAL SUCCESS 


A Sensational shoe reshaping machine; 
the most practical device for the scien- 
tifle conforming of shoes. Most eco- 
ave to operate. Eliminates, slip- 
ping at heels, gapping at sides of shoes. 
Ts practical for almost every fitting need. 
Dealers from coast to coast are satistied 
users. Send for descriptive earns 

Machine without hand iro $28.50 
Machine complete with hand. iron $35.00 
Hand a As only $15.00 


~ INIHDVA ee 


JOHS JGNNG FHL 


DUNDE. SHOE [RESHAPING DEVICES, 


Ba 
13 EAST 37th N. Y. 

















HOTELS 





in Saint Louis 
NINTH a WASHINGTON 


e@ This beautiful 
new hotel is located in 
the business, theatre and 
shopping center of the 


city. Garage service. 


e Iwo 


FAMOUS RESTAURANTS 
Coffee Grill. ..The Rathskeller 


L Sy pee who know 
St. Louis stop at the 


Wool! hen 


“As a matter of information, it may 
be noted that many members of the 
Council are today sending to their em- 
ployees a brief statement on company 
policy—pointing out that no changes 
in wages and hours are being made by 
the company, and that although the 
company is no longer legally bound by 
a code, it is continuing voluntarily to 
observe the hours and wage provisions 
of the Retail Code.” 


NOx? 


VICTOR, MANAGER 





q 
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To 
Our Advertisers 
In This Issue 





PRRIVAL of the Normandie, super-liner of 
the French line, following her maiden 
trans-Atlantic voyage, was front page news 
this week. And also fashion news, for among 
the passengers was a group of models display- 
ing the latest Paris styles. These models had 
@ prominent ses in the spotlight of publicity 
that was focused! on this international event 
and emphasized once more the important in- 
fluence of Paris on the world of fashion. What 
this influence will mean to America in the 
coming season, and what significance it may 
have in the field of footwear fashions, will be 
told next week in a timely analysis by the 
Recorder's Fashioh Editor. 

Everybody nowadays acknowledges the vitally 
important role of window displays in shoe mer- 
chandising and shoe promotion. But what 
about the other shoe displays, the ones that 
appear, not in the windows, but within the 
store? Next week an expert on the subject 
will tell RECORDER readers why these interior 
displays are also extremely important, and how 
they should be handled. 

These are just two of the high spots of an 
issue that will be filled with material of timely 
interest and practical value to every shoe man, 
everywhere. 








Opens New Branch Store 


Fort WortTH, Tex.—The Roy Lo- 
gan Shoe Stores opened a branch at 
713 Main Street in Fort Worth, Tex., 
on May 17. R. J. Harder, from Okla- 
homa City, Okla., is manager of the 
new store. 


Declares Dividends 


CoLuMBus, OH10—Stockholders of 
the Schiff Shoe Co., both common and 
preferred, will share in the distribu- 
tion of $64,424 in dividends on June 15, 
it was announced recently by Edward 
E. Schiff, secretary and treasurer of 
the company. 

Directors of the company at a meet- 
ing held recently declared the regular 
quarterly dividend of $1.75 per share 
on the preferred and a dividend of 50 
cents per share on the common, pay- 
able June 15 to stock of record May 31. 

In making the payment, the firm will 
distribute $14,924 to holders of 8528 
shares of preferred and $49,500 to the 
owners of 99,000 shares of common 
stock. 

The Schiff Shoe Co. operates a na- 
tion-wide chain of shoe stores and shoe 
departments in department stores, 
consisting of more than 200 units, in- 
cluding three in Columbus, located at 
142 North High Street, 212 South 
High Street and 208 East Main Street. 


BOOTS AND SHOES 


CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass. 

COLT-CROMWELL CO., New York City 

CONNELL, J. M., SHOE CO., S. Braintree, Mass. . . 

DANIEL GREEN COMPANY, Dolgeville, N. Y. ... 

ENDICOTT-JOHNSON CORP., Endicott, N. Y. 

EVANS' SON, L. B., Wakefield, Mass. 

JULIAN & KOKENGE CO., THE, Cincinnati, Ohio. . Ley en Oy ae 

JUSTIN, H. J., & SONS, INC., SN ocd a's oc wg wa coh ord eceae eens Ce 
MINOR, P. W., & SONS, INC., Batavia, N. Y. 

MISHAWAKA RUBBER & WOOLEN MFG. CO., ' Mishawake, ‘Ind. 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass. en, Arent 

NAHM BROS. SHOE MFG. CO., Philadelphia, aia iailellaae Rigen oars 58 
NUNN, BUSH SHOE CO., Milwaukee-Wis. .....00 eee eee 3rd Cover 
ORTHOPEDIC SHOES, INC., New York City . eC eat a 

RACINE SHOE MFG. CO.., Racine, We. .... 

ROBERTS, JOHNSON & RAND, St. Louis, Mo. 

ROHN SHOE MFG. CO., Milwaukee, Wis. .. 

TREINIS BROS., Brocklyn, N. Y. ........... 

TUPPER SLIPPER CORP., New York City ... 

VAUGHAN-TOWLE CO., Wakefield, Mass. ... 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., STANDARD KID DIV., Boston, Mass.. Lae EN ip eee 
COLONIAL TANNING CO., Boston, Mass. INS Ao. a eRe Ae EE ee, “9 
DEWEY & ALMY CHEMICAL Been Somes MNNGE Ss ori. ss oeaeeecc Ooh cade 31 
KIDSKIN TANNERS OF AMERICA, New York City 

LEVOR, G., & CO., INC., Gloversville, N. Y., and New York City 

OHIO LEATHER CO., Girard, Ohio 

PANTHER-PANCO CO., Chelsea, Mass.......... 

SETON LEATHER CO., Newark, N. J. 

SURPASS LEATHER CO., Philadelphia, Pa. ... 

VAN TASSEL LEATHER CO., Norwich, Conn. 

YOUNG, RICHARD, CO., New York City 

ZAPON CO., Stamford, Conn. 

ZIEGEL-EISMAN, Boston, Mass. 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


LITTLEWAY PROCESS COMPANY, Boston, Mass. .............. ccc ce cee ccuceeees 53 
UNITED SHOE MACHINERY CORP., Boston, Mass. aye. 

UNITED STATES RUBBER PRODUCTS, INC., New York City 

VULCAN CORP., Portsmouth, Ohio 


SHOE ACCESSORIES 


ONONDAGA HIDE & LEATHER CO., Syracuse, N. Y 
SIMPLEX SHOE CO., Chicago, Ill. .................. oe 
SMELTZER, E. C., CO., Indianapolis, Ind. 

WIZARD COMPANY, St. Louis, Mo. .. 


STORE EQUIPMENT 


DUNDE SHOE RESHAPING DEVICE, New York, N.Y. ... 
SEGALL & SONS, Philadelphia, Pa ; 


MISCELLANEOUS 


AMERICAN WEEKLY, New York City 

BARIS SHOE COMPANY, New York City 

HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa. 

oy oa dina 5 0 03.0 obo eles qcee ves pine cou cieecbeehe 
HOTEL MARTINIQUE, New York City .. 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 

STEPHENSON LABORATORY, Boston, Mass... 
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A LINE OF 
MEN’S AND BOYS’ SHOES 


that talks VALUE 
.--and VOLUME! 





UCCESSFUL dealers know value when they see it. The 
S value of a line that makes and keeps customers. That 
is why so many have turned to Vitality Shoes for Men and 
Boys . . . because built by the world’s largest shoe manu- 
facturer they stand for better value. 


With the dealers’ viewpoint in mind we have assembled an 
array of progressive patterns which are fast movers and 
volume-producers. Fine fit, stylish lasts and careful selec- 
tion of patterns, give this set-up real sales possibilities... 
The prestige of reputation ... the weight of consumer accep- 
tance... the appeal of a sensible price range simplifies 
your merchandising effort. 


Look over your stock. Is turn-over all it should be? Are your 
customers repeating? Are you handling a line that produces 
volume on real value, and good profits on a generous mark- 
up?... Our In-Stock Department is fully prepared to take 
care of your needs. 


VITALITY SHOE COMPANY « « ST. LOUIS, MISSOURI 


Branch of International Shoe Company 


MEN’S BOYS’ 
AAA to G ae NS Ato E 
Sizes 5 to 14 VITALITY Sizes 1 to 6 
$5 and $6 (es) $4 

U aS Fy 


VITALIT 


WOMEN’S CHILDREN’S 


AAAAA to EEE Complete widths 
and sizes 


Sizes 2 to 11 Priced to size 
$6 and $6.75 2 to $5 


VITALITY GROWING ‘GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN $5 i 
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COLONIAL 
supplies the 


FINEST 
COLORED 
PATENT 
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Ape Y HEELS save money. . 


\ a 


Get Spaulding Coun- 
ters for that extra 
strength in the heel 
seat that keeps the 
quarter standing up— 
like this. 


af 


Don’t lose a customer 
because of an inferior 
counter that breaks 
down in service and 
lets the quarter sag 
—like this. 


PAULDING 


Count ers 


“Made m North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH . 


“Banking on Spaulding Counters” is a fixed policy in some of 
America’s largest shoe factories. They have learned the smart way 
to make money is to comb the earth for highest quality materials. 
Hence—Spaulding Counters. The stuff that’s in them and the 
way it is put in them enable these counters to stand up and “‘take it.” 
and back-seams 


They are guaranteed to keep heels “in shape” 


straight for the life of the shoe. Yet this bull-dog ruggedness is 


combined with amazing flexibility. They fit the last like a glove. 


Happy Heels are “in the money”’ because they are saving money 
If they 


are not saving money for you, it is only because you never specified 


ai or manufacturers ealers an ealers customers. 
daily f f , dealers and dealers’ 


“With Spaulding Counters” in your shoes. 

















AND COSTS SO LITTLE 
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GUARD THE 


OPERATING UNDER 


wt coun reat 
FUNDAMENTALS 


The complete line will be 
gladly shown to you by the 
Endicott-Johnson salesman 
in your vicinity. 








EN-JOIE 
Goodyear Welt Health Shoes 


2259—Black Kid Gypsy Tie, 
14/8 Leather Heel, Rub- 
ber Top Lift. A to EEE, 
2!//9 
2261—Same_ in 
Kid Combination. 
EEE, 2'//9 
2262—W hite Cabretta 
Gypsy Tie, 14/8 Cov- 
ered Heel. A to E— 








2253—Black Kid Tonque Tie, 
14/8 Leather Heel, Rub- 
ber Top Lift. AA to 
EEE—2!/5/9 
2254—Same in Brown 
Kid. AA to EEE—2!/5/9 
oi xeibsroharere 0 he 


2258—Nurses White Calf Ox- 
ford, 10/8 Leather Heel, 
Rubber Top Lift. AA to 
EEE—2I/,/9 
2257—Same_ in Black. 
AA to EEE—2!/2/9. $2.40 


2255—Black Kid Center Buckle, 
14/8 Leather Heel, Rub- 
ber Top Lift. AA to 
EEE—2!/,/9 
2256—Same in Brown 
Kid. AA to EEE—2!/./9 
$ 


CNDICOTT-IOUNSON 


net 
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with EN-JOIE Health Shoes , 
to retail at "a and "ge » | A "A 


In-Stock | | | / 








Afro Health consciousness is sweeping the / 
country. Great advances have been 

made in the last few years toward the ultimate 
goal of correct footwear for everyone. 









Leading this movement in the $3.00 and $4.00 
retail range, En-Joie Health Shoes offer to the 
wearer the utmost in comfort and style, and to 
the merchant, liberal profits and the opportu- 
nity to build a successful Foot Health business. 











Built over Endicott-Johnson Orthopedic Lasts, 
offering correct support and ease to active 
feet, presenting the newest in appealing styles, 
leathers and colors—so important in- the mer- 
chandising of Health Footwear today—En-Joie 
Health Shoes deserve a featured place in 
every shoe store. + + + 


















EN-JOIE 
Cem-Pro Health Shoes 


4006—Black Kid Center Buckle, 
Grey Stitch, 16/8 Cov- | 
ered Continental Heel. 


A to EEE—3/9...$2.00 
4007—Black Kid Gore Pump, 























14/8 Covered Conti- | 
nental Heel. AA to 
EEE—3/9 ....... $2.00 







4000—Black Kid Tonqueless 
Tie, Lizard Underlays, 
14/8 Leather Heel, Rub- 
ber Top Lift. A_ to 
EEE—3/9 .......$1.95 


400I—Black Kid Tonque Tie, 
Lizard Underlays, 14/8 
Leather Heel, Rubber 
Top Lift. A to EEE— 
c), nr 


4002—Same in Brown 
Kid. A to EEE—3/9 
arte dere oe) $1.95 






















ST. LOUIS, MO. 
NE SECC AO]Y GED 4 








GREGORY | 
Lynn, Massachusetts ~ ‘ 


ANNOUNCES FOR FALL 


lex 
SNUG 


SMOES 


made with 


pF PAT OFF é 


THE MIRACLE YARN 
THAT MAKES THINGS FIT 


THEY MOULD TO THE =@y 


Gregory & Read Company 
New York Office 
Suite 643, Marbridge Building 
47 West 34th St., Wisconsin 7-0268 





a 











Special Showing BOSTON SHOE FAIR 
COPLEY-PLAZA HOTEL, BOSTON, MASS. 
Suite 331-332-333 * July 8, 9,10, 1935 








Shoe moulded Continuous per- Comfort never Hugs foot Yields to every Slips on and Eliminates 
to shape of fect fit a matter dreamed of snugly at move and off quickly, fasteners and 
foot of course before all times position easily gadgets 











N N Nw NM NH 
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& READ COMPANY 


Flexible, snug-titting 


“Lastex” quarters create the 
SUPERCOMFORT SHOE 





As advertised in Vogue of 
August 1, 1935.. 
of better looking and better 


.a new era 


feeling feet has begun. 


The creation of “Lastex” 
shoe fabrics which are per- 








manently elastic, opens up 








new and revolutionary possi- 
bilities in shoe making. 


It solves at one stroke... this supercomfort 
shoe...all the evils which have been looked up- 


on as necessary evils since shoe making began. 


Gently stretching “Lastex” fabric serves as 
flexible quarters, replacing leather or old- 
fashioned rigid shoe fabric. “Lastex’’ moulds 
the shoe snugly but comfortably to the foot, 
prevents gapping, slipping, sliding, pinched 
instep and foot irritations. The shoe holds its 
shape and wears longer than any shoe you 


have ever known. 


The fabric is Lastopede, a special women's 
shoe fabric developed by Carl Stohn, Inc., 
famous makers of fine fabrics. Gregory & 


Read Company, of Lynn, Mass., manufacturers 
of women’s nationally known shoes for a gen- 
eration, need no introduction to the trade. We 
quote, by permission, from one of that Com- 
pany's recent bulletins to its own salesmen: 


“We started making shoes of this material 
last season. We made a few thousand pairs 
of them, more for experimental purposes than 
for any other reason. We tried them out on 
the feet here at the factory. We developed 
a new process for making them which gives 
a perfectly straight top line. Of all the shoes 
we have shipped, WE HAVE YET TO HAVE 
ONE PAIR COME BACK!” 


A full Fall line of Flexette HugSnug Shoes, 
made with “Lastex,” in dress, town and sport 
models is now showing. For general informa- 


tion on the uses and 







advantages of “Lastex,” 
inshoes,writeto Lastex,” 
1790 Broadway, New 
York City. 





Does away Holds counter Allows the No more Ends the Cleans like any “Lastex” nation- 
with familiar in right correct slipping at pinched instep part-fabric ally known and 
side gapping adjustment pronation the heel so common advertised 


af 





an 


shoe 
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Lasts of correct design are essen- 
tial to the production of well-fitting 
footwear. 


The appearance of the toe of a shoe 
is often the point of greatest appeal. 


Preserve the true toe appearance 
of properly designed lasts by using 
Celastic. 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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oa Uptown Shoes 
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OUR NEW TRENT LAST 


Seven of the “fifty-six styles in the new fall line of Uptown Shoes 
are made over our new Trent last, with the modified toe, which 
produces exceptionally fine fitting shoes. These seven styles of 
calfskin, four blacks and three browns, two of which are wing 
tips, present a very definite part of the complete picture in fine 
shoes for men. They are types that will produce a steady flow of 


business for our customers. 


For the Man about Soun 


% FORTY OF THE FIFTY-SIX STYLES RETAIL AT FIVE DOLLARS. 


Rozerty JOun son € RAND 


BRANCH OF INTERNATIONAL SHOE CO. 
ST, LOUIS,MO. 
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NEW ENGLAND’S 


xy 
me JULY §-9-10 STATLER HOTEL 





New England’s Boston Shoe Fair 


16th Annual Mid-summer Exposition 
* 
An officially sponsored Trade and Association enterprise in the in- 


terests of shoe retailers, shoe manufacturers, shoe wholesalers, tanners 


and the allied trade. 
* 


A great market and educational institution. At the right time and the 


right place. 
+ 


BOSTON JULY 8-9-10 
Grand exposition of shoes by hundreds of 


manufacturers. 
* 


Displays of Fall and Winter lines at Statler Hotel and Copley Plaza 


Hotel. 
* 


Presenting latest styles and leathers for the coming retail season. 


General convention of retail shoemen. 








x* 


COME TO BOSTON.. 
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BOSTON SHOE FAIR 





and COPLEY PLAZA HOTEL <4 


Conference of leading shoe and leather stylists. 
* 


Meeting of Board of Governors of National Shoe Travelers’ Associ- 


ation. 
* 


Grand hospitality harbor outing for visiting buyers sponsored by 
The Boston Shoe Travelers’ Assn. Information service on merchan- 
dising, style trend and other retailer and wholesaler problems. 

u- 
Visits to nearby shoe factories. 

* 


Cooperation with the visiting buyers in planning side trips to many 
attractive New England seashore, lake and mountain resorts. 


* 


Special reduced railroad and steamship 
fares on the Certificate Plan. You MUST 
obtain the certificate at time of purchasing 
your ticket to Boston. 


Certificates validated at Statler Hotel July 


8, 9, and 10. 
* 


SPECIAL NOTICE: Manufacturers desiring to arrange for display 
rooms are invited to wire or write The Boston Shoe Fair c/o New 
England Shoe & Leather Association, 166 Essex St., Boston, Mass. 








COMBINE BUSINESS WITH PLEASURE 
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HERE are many kinds of meritable specialty | struction! An Air Cushion that brings new life to 

shoes on the market —but most retail from feet and to your cash register! An Arch Uplift! 
$8.50 to $12.00 — reaching only a limited field. Styles and lasts for young men and older men. 
But the MASSAGIC Shoe opens up a vast and Twenty-three numbers in stock, backed by a mer- 
virgin mass market for a specialty shoe at $5.00. chandising plan that starts your sales bounding as 
And what a shoe! More foot ease! More soon as you get your first shipment. 
comfort, more support, more appeal ' 
than can be had in most shoes selling 





You owe it to your store to investi- 
gate MASSAGICS for Fall. Write us 


at much higher prices. Patented Con- today. 
WEYENBERG SHOE MFG. COMPANY 
MILWAUKEE WISCONSIN 






MASSAGIC 
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